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A GREAT OAK whose heart 
was eaten out by the worm 
of Business Worry toppled when 
Albert Russel Erskine ended it 
all by taking his own life. A 
powerful figure in the automo- 
bile industry since 1911, he always 
had been progressive along mod- 
ern business lines in that he was 
constantly striving to enlarge his 
scope of operations. He always 
thought 
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: | on the industrial code. 
in terms of tomorrow | 


rather than yesterday. He always | 
had the future of the industry in| 
mind as illustrated by his found- | 
ing of a national bureau of traf- | 


fic research. That was only one 


of his many contributions to the | 


cause. 

Business worry was 
only reason assigned for his un- 
timely end. I’ve heard that Mr. 
Erskine had been in ill health 
for some little time; in fact, he 
had told a friend that he didn’t 
expect to live more than two 
years more. Undoubtedly 
was a contributing cause. 

The industry will miss 
strongly. 


him 
* ok ik 


JAMES M. CLEARY, former | 
president of the White Co. and} 


for years closely associated with | 
Mr. Erskine in a business way, | 
is well fitted to interpret the lat-| 
condition of mind at the| 


ter’s 
time of the death. In the Chicago 
Tribune, Mr. Cleary tells us: 

“Mr. Erskine felt to an extra- 
ordinary degree a pride in the 
Studebaker name and a loyalty 
to the eighty-one-year old institu- 
tion. He had an acute sense that 
he was a trustee _ responsible 
equally to employes and stock- 
holders. This led him to approve 
the friendly receivership as in the 
best interests of Studebaker even 
though it meant the immediate 
termination of his own income 
and of all authority in the man- 
agement of the corporation—a 
blow to his personal interest and 
pride. 

“Even though he left Stude- 
baker with assets of $78,000,000 in 
excess of liabilities, and though 
his management had paid more 
than $170,000,000 to stockholders, 
Mr. Erskine had been brooding 
constantly over the event (re- 
ceivership).” 

* + * 

OVER THE FOURTH a De- 
troit visitor was June Hamilton 
Rhodes, publicist. From what I 
have picked up since she returned 
to New York City, I am inclined 
to believe that the importance 
of mohair upholstery will be 
strongly emphasized in the im- 
mediate future. For Mrs. Rhodes 

} knows her mohair and she has 
a way of making you just as en- 
thusiastic as she is over its use 

iin the automobile industry. 

T From her I learn that modern 

a/mohair, one of the velvet family, 

’ has been modernized to the extent 
that through the softening of the 
pile the old objection of bristles 
bothering you has been elimi- 

(Continued on Page 3) 
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25 Meetings 
During July 


Hope to Attain National 
Organization of All 
Automobile Dealers 


St. Louis, July 7.—Announce- 
ment is made by President Vesper 
of the National Association of 
that in the 
last two weeks of July meetings 
will be held in twenty-five prin- 
cipal cities in the United States. 
The result of these meetings, 
Vesper says, will be the organiza- 
tion of a majority of the dealers 
in the country for the first time. 

Policies of the N.A.D.A. will be 
discussed and every dealer will 
have a chance to express opinions 
As Vesper 


(Continued on Page 14) 


Plymouth Running 
Big July Ad Campaign 


Detroit, July 7——The Plymouth 
Motor Corp. has the largest July 
advertising campaign in its his- 
tory. While daily newspapers 
will be the basic media, maga- 


zines, radio and outdoor advertis- | 
ing also will be utilized. Outdoor! 


advertising is appearing in 2,000 
towns, it was stated by J. B. 
Wagstaff, director of advertising 
and sales promotion. Radio is 
confined to spot broadcasting of 
electrical transcriptions. The 
and magazine copy, 
through owners’ testimonials, em- 
| phasizes Plymouth’s exclusive me- 
chanical features. 

The advertising campaign itself 
is being backed up through the 
efforts of Plymouth’s advertising 
department and field men. Deal- 
ers and salesmen are supplied 
each week with new sales ammu- 
nition, and bulletins are sent 
every few days to Plymouth’s na- 
tional sales organization, appris- 
ing the men of latest sales and 
production records. 

The Plymouth account is di- 
rected by J. Stirling Getchell, 
Inc., advertising agency of New 
York and Detroit. 


Fuel Research 


Group p Reports 


New York, July 7 7.—The special 
committee of the Co-operative 
Fuel Research, authorized to col- 
lect and analyze existing available 
data on the technical aspects of 
the utilization of alcohol-gasoline 
blends as automotive fuels, has 
filed its report over the signature 
of Chairman Henry L. Horning. 

Comparing gasoline and the 
proposed ten per cent alcohol 
mixture in the same gasoline, the 
following are established facts, 
the report says: 

1. Acceleration is the outstand- 
ing performance characteristic 
demanded by the public and car- 
buretors are set for this. For 
equal acceleration the fuel con- 
sumption with the blend is ap- 
proximately four per cent higher 
than with the straight gasoline. 
This statement is based on meas- 
ured performance in cars and 
corresponds to the heat content 
of the respective fuels. 

2. Engine starting is more dif- 
ficult with the alcohol blend. The 

(Continued on Page 14) 
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July Production Schedules to Hold 
le to Mark Set During June 


Pisdiies Named 
For Joint Trade 
Show October 30 


Detroit, July 7.—There will be 
but one automotive wholesale 
trade show this year sponsored 
by the Motor & Equipment Manu- 
facturers Assn., National Stand- 
ard Parts Assn., and Motor & 
Equipment Wholesalers Assn., ac- 
cording to an announcement is- 
sued jointly by the three associa- 
tions. This supersedes all previ- 
ous announcements relative to 
plans for separate trade shows. 

The Joint Show will be held in 
Chicago at the Merchandise Mart 
during the week of October 30. 
This will permit the 12,000 per- 
sons, who it is expected will at- 

(Continued on Page 11) 


Stettinius Named 


Liason at Washington 


New York, July 7.—Edward R. 
Stettinius, Jr, vice-president jin 
charge of public and industrial 
relations of General Motors Corp., 
is changing his headquarters to 
Washington, D. C., where he will 
serve as a permanent liason of- 
ficer between industries and the 
Federal Industrial Recovery Act 
administration. His work for 
General Motors will be carried on 
by the members of the industrial 
and public relations staff. 


Wayne County Sales 
Topped June 1932 


Detroit, July 5.— Michigan's 
three-cent general sales tax, which 
went into effect July 1, caused a 
rush of registrations on the last 
day of May, when 866 cars were 
titled in Wayne county, far above 
the daily average. As a result 
June registrations showed an ap- 


(Continued on Page 2) 








Holiday Let-Down Expected t to Be Offset by Increased 


Rate During Remair 
Double 


ider of Month; May 


Last July 


By CHRIS SINSABAUGH 
Detroit, July 7.—Despite the fact that the industry was 
idle over the holiday stretch and really didn’t get into 
action again until Wednesday of this week, Automotive 
Daily News predicts that July production of cars and 


trucks should equal, if not 


exceed, the output of June. 


Even with one hand tied behind its back, so to speak, the 


industry should come mighty 


Truck and Bus 
War Starts On 
State Borders 


New Haven, Conn. July 7. 
“Border warfare” between the 
motor vehicle and police depart- 
ments of various Northeastern 
states has broken out recently, 
out-of-state truck, bus and taxi 
operators being the victims. 

Connecticut is enforcing its law 
reaviring out-of-state vehicles 
carrying passengers for hire to 
carry Connecticut markers, and 
New York authorities are recip- 
rocating. Two Maine truck driv- 
ers were arrested in Mamaro- 
neck, N. Y., recently on charges 


(Continued on Page 11) 


Ratio of Used Cars 


To New Declines 





Chicago, July 7.—Figures just 
released by the National Associa- 
tion of Finance Companies indi- 
cate an easing in the situation 
whereby every new car sale 
formerly required that the deal- 
er sell two or more used cars. 

The barometer is in the form 
of statistics which show that 
during the first four months of 


(Continued on } Page 11) 





Washington Is Clarifying 
Recovery Act Provisions 


By William Ullman 


Washington, July 7.—A vertical 
trade practice code, one that co- 
ordinates the operations of every 
element of the industry under the 
Industrial Recovery Act, seems to 
be in store here for the auto- 
motive industry. 

It is forecast in the growing 
conviction of Recovery Adminis- 
tration officials that related en- 
terprises cannot operate harmon- 
iously under individual codes that 
express diverse interests. This 
attitude on their part has become 
increasingly manifest in their 
declarations during the past 
week. 

As an industry of tremendous 
spread with respect to related 
and subsidiary enterprises, the 
automobile business occupies a 
prominent position in the vertical 
code situation. Few enterprises, 
in fact, present a more compli- 
cated pattern of relationships 
than those which contribute to 


the production and distribution of 
motor vehicles. 

The Recovery Administration 
machinery, of course, stands 
ready to serve the different auto- 
motive interests in the formula- 
tion of a vertical code. As a mat- 
ter of fact it is expected to direct 
the initial steps in this direction. 
The first of these will follow the 
submission of individual codes by 
isolated units of the industry 
such as tire makers, parts sup- 
pliers, equipment manufacturers, 
the motor car manufacturers and 
their retail representatives. 

Codes of each of these are ex- 
pected to contain provisions that 
will have a vital effect upon the 
operations of one or more of each 
of the other groups. 

The vehicle manufacturers, for 
example, will find themselves sen- 
sitive to any new wage scales, 
hours of labor, price and other 

(Continued on Page 2) 


close to doubling the output 
of July, 1932—118,613. 


Official figures as to last month 
have not been released as yet— 
there’s only our estimate of 
228,425 units to go by—but at this 
writing it looks as if it is possible 
for the industry to beat this 
mark. 

This prediction is based on a 
survey made in the motor capital 
this week. Of course, executives 
of the various companies are not 
talking much on this subject. 
They have the hunch this is going 
to be a big month—anticipatory, 
you might call it—but they hesi- 
tate to commit themselves. Not 
because they haven't faith in the . 
present rising market, but’ tne. 

(Continued on Page 14) 


W.-O. Creditors 
Approve Plan 


Toledo, July 7.—With the 
formal court hearing on the 
Willys-Overland Co. re-organiza- 
tion plan scheduled for next Mon- 
day, it appeared Friday that 
creditors of the company will co- 
operate but that the committee 
will encounter difficulty in ob- 
taining the approval of the bond- 
holders to the present plan. 

One hundred creditors, whose 
claims approximate $1,500,000, at- 
tended a meeting at the plant 
here Thursday when they voiced 
unanimous approval of the plan. 
The aggregate of claims against 
the company is approximately 
$8,000,000. 

The bondholders’ committee has 
declared itself opposed to the 
plan and it is most probable that 


(Continued on Page 11) 


20 New Members 
Added by M&EMA 


New York, July 7.—Election of 
twenty manufacturing organiza- 
tions as members of the Motor & 
Equipment Manufacturers Associ- 
ation has been approved by direc- 
tors at their meeting. 

The new members include some 
of the strongest companies in the 
parts and equipment field, among 
them are Edward G. Budd, Keasby 
& Mattison and Philco companies 
in the East, and Precision Parts, 
Trindl and Simplex companies in 
the Great Lakes area. 

G. W. Sherin of the duPont Co. 
was named chairman of the 
chemical manufacturers group 
and J. M. Spangler of National 
Carbon as member of wholesalers 
relations committee. They take 
over vacancies left by C. E. 
Anderson of National Carbon, re- 
cently promoted to that com- 
pany’s general sales office in 
Chicago. 
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Chevrolet June Output 


Studebaker Dealer Sales 
In June Best In 3 Years 


South Bend, Ind, July 6— 
Studebaker wound up the first 
six month’s of 1933 with the high- 
est volume of 
June_ business 
Since 1930, ac- 
cording to an 
announcement 
made today by 
Paul G. Hoff- 
man, president 
of the Stude- 
baker Sales 
Corporation of 
America. 

‘‘Sales of 
Studebaker and 
Rockne passen- 
ger and com- 
mercial cars during June of this 
year reached a total of 5,050 
units,” Mr. Hoffman said. “This 
was 8.5 per cent ahead of June, 
1931, when 4,656 cars were sold 
and 5.9 per cent over June, 1932, 
when 4,770 sales were made. 

“Although these sales gains are 
substantial ones, they would have 
been even greater had the fac- 
tory’s June production schedule | 
(set two months ago) been able) 
to meet all of the dealers’ de-| 
mands for cars. In fact, a total | 


Paul G. 
Hoffman 


Dodge Continues 
Sales Increases 


Detroit, July 7.—As announced 
by A. vanDerZee, general sales 
manager, Dodge dealers’ retail 
sales for the week ending July 1 
reached the total of 5,781 vehicles, 
an increase of 17.8 per cent over 
the preceding week. Of that total 
retail delivery volume 2,866 units 
were Dodge passenger cars, an 
increase of 22.8 per cent over the 
preceding week. Dodge dealers 
sold 2,223 Plymouths, an increase 
of 9.3 per cent. There were 692 
Dodge trucks sold, an increase of 
28.1 per cent over the previous 
six-day sales period. 


Other highlights in Mr. vanDer- 


of 7,548 orders for Studebaker 
and Rockne cars were recorded 
for June, the largest number for 
any June since booming 1929,” 
Hoffman stated. 

“Our figures show us that the 
public has been buying our cars 
'in steadily increasing numbers 
since last March. The April in- 
crease over March sales was 
eighty-six per cent. May was 
102 per cent ahead of March. 
Now comes June with another 
rise—147 per cent over March. 

‘Tt is also heartening to Stude- 
baker to realize that since last 
March more than 200 new dealers 
have taken on the Studebaker 
and Rockne franchise. Many of 
these are located in strong auto- 
mobile markets and their total 
investments run into many thou- 
sands of dollars. 

“Ordinarily, total sales are 
down in June but the facts and 
figures I have quoted go con- 
trary to the usual seasonal trend 

which goes to show a wide- 
spread faith in Studebaker and 
business conditions generally. 
Our dealers’ stocks are low. We 
are going into July with 2,800 un- 
filled orders.” 


Graham Has Best 
Week In Current Year 


Detroit, Mich., July 6.—Retail 
deliveries of Graham motor cars 
by dealer for the week ending 
June 24 totalled 284, the best 
weekly showing for the year to 
date, Robert C. Graham, execu- 
tive vice-president of the Gra- 
ham-Paige Motors Corp., an- 
nounced today. 

The largest previous weekly 
total was 257 units for the week 
ending June 3. Graham retail 
deliveries have shown a steady 
improvement since the bank holi- 
day period and indications were | 
said to point to further increases 
during July. 





New Cars Move Fast 





Zee’s statement were: 

Dodge dealers’ sales during the} 
week ending July 1 show an in-| 
crease of 239.5% over deliveries | 
in the corresponding week of last | 
year. 

The week’s deliveries by Dodge} 
dealers, of passenger cars and 
trucks, were the largest since} 
August, 1926. 


In Dodge truck sales, the week | 
was the largest since September, 
929. 

During the month of June, 1933, 
Dodge Brothers shipped more 
passenger cars and trucks to 
U. S. dealers than in any month 
since August, 1926. 


Referring more specifically to 
Detroit, regarded as the automo- 
bile industry’s most _ sensitive 
trade barometer, Mr. vanDerZee 
tells that Detroit dealers sold 
more Dodge passenger cars and 
trucks during the month of June, 
1933, alone than were delivered in 
the Detroit area during the entire 
year 1932. Compared to June, 
1932, Detroit deliveries of Dodge 
ears in June this year show the 
impressive increase of 1513 per 
cent. 


There also is the information 
that Dodge passenger car sales in 
Detroit for the first six months of 
1933 exceeded sales for the corre- 
sponding six months of 1932 by 
420 per cent and were, as a mat- 
ter of fact, greater than they were 
for the twenty-four months of the 


| trations have 


In Dallas County) 
Dallas, Tex., July 7.—New car) 





sales in Dallas County for the} 
month of June totaled 1,068, the 
first time monthly new car regis- 
passed 1,000 since 
July, 1930. 

E. W. Thweatt, in charge of the 
automobile registration bureau 
for Tax Collector Fred Cullum, | 
compiled the figures. His records 
for the last ten years show that 
1,000 cars a month was the aver- 
age for many years in the last 
decade. 

Sales on the last day of June} 
totaled sixty, one dealer register- 
ing ten cars late Friday afternoon 
on sales closed during the day. 

Average daily sales for June 
were 35.6 automobiles, it was 
stated. 


Hubbard Protests | 
Willy’s Latest Plan 


New York, July 7.—Opposition | 
to the reorganization plan of the 
Willys-Overland Co., proposed by} 
the committee headed by W. B.| 
Stratton, who also is head of the 
preferred stockholders’ committee, 
was registered this week in a| 
statement by the 
protective committee, headed by 
G. Munro Hubbard. The state- 
ment said bondholders did not 
believe the plan sufficiently pro- 
tective of their interests and ac- 


representation on the reorganiza- 
tion committee. The bondholders’ 


cordingly they declined to accept) 


| bot, 


bondholders’ | new 





committee will oppose acceptance 
of the Stratton plan on its sub- 





years 1932 and 1931. 


In the number of trucks sold in 
‘ Detroit during the month of June, 
Dodge ranks second, with an in- 
crease of 250 per cent over the 
same period of 1932. For the first 
six months of 1933, Dodge truck 
registrations in Detroit exceeded 
truck sales in the city area for 
‘the entire year 1932. 


}on July 10. 


| 


Oldsmobile Sales 
Detroit, July 7. 
sales manager of the Olds Motor 
Works, reports June sales 235 
per cent above June 





cars above May. 


R. M. W. Shaw. | ganizations 


| 


Commodore Sharlock 


| 


Set Two-year Record 


Detroit, July 7.—Production of 
new Chevrolet cars and trucks in 
June more than doubled output 
for the corre- 
sponding month 
last year and 
was the largest 
single month’s 
production in 
two years, H. J. 
Klingler, vice- 
president and 
general sales 
manager of 
Chevrolet, an- 
nounced today. 

With a total 
output of 81,573 
units, June compares with 36,142 | 





H. J. Klingler 


| in June last year and with 68,538 | 
| in May this year, previously the | 


| Klingler said. 


best month since June, 1931,| 


He emphasized that the high | 


| June total was made possible only | 


| 


Hotsy Totsy, skippered by Vic 
Kleisrath of the Bragg-Kliesrath | 
unit of Bendix Corp., will make| 
a bid for the Gold Cup feature | 
of Detroit’s aquafest this fall. | 
She has been entered by Vincent | 
Bendix himself and will fly the 





| colors of the new South Bend} 


Yatch Club, the commodore of | 
which is Herbert Sharlock, Ben- | 
dix executive, who has been what | 
Damon was to Pythias with Vin- 
cent ever since the big boss broke 
into the automobile industry. 


‘Hudson Sales 


At New Peak 


Detroit, July 7.—Chester G. Ab- 
general sales manager of 
Hudson Motor Car Company, an- 
nounces that retail sales for the 
week ending July 1 reached a new 
high for the year, the highest 
since July 11, 1931, showing four 
months successive increases each 
week. 


Washington Is Clarifying 


Recovery Act Provisions 


(Continued from Page 1) 


practices which become part of 
the agreement which shall gov- 
ern any of the many supplying 
industries upon which it is de- 
pendent. They will feel, too, the 
effects created by dealer 
associations trade codes. There 
will be scores of interests to bal- 
ance to assure that degree of 
harmonious co-operation which 
olticials describe as the very es- 
sence of the recovery program 
for industry and business. 


All of the automotive codes are 
expected to go to a single deputy 


mittal in Federal Court in Toledo| 2dministrator in the recovery ad- 


ministration. His will be the task, 
not of consolidating these agree- 
ments, but of directing the or- 
concerned in that 
direction. 


The first concrete steps of this 


last year| character are expected to come 
with units sales for the month 450! in the public hearings on the 


code of the motor vehicle manu- 


| by the splendid morale and co-| 


| ary shortage of Austin cars 


Parts Shortage ‘Plymouth Tops 


Slows Austin Co. 


Butler, Pa., July 7.—A tempor- | 
1s | 
resulting from the difficulty in| 
securing parts and materials both | 
from out of town parts suppliers | 
and from the mills, according to | 
a statement just issued by R. O.| 
Gill, president of the American 
Austin Car Co., of Butler, Pa. 

“One of the mills which supplies | 
us is now operating at 100 per) 
cent capactiy, 24 hours per day,” | 
states Mr. Gill. “We have had| 
trouble getting sheet steel and 
even bronze radiator stock. 


Franklin’s June | 
18% Ahead of °32’s, 


Syracuse, July 7.—The payroll 
of the H. H. Franklin Mfg. Co. 
reached in June the _ highest 
monthly total within the current 
year. The June record exceeds 
by five per cent the May figure, 
which was the previous 1933 high 
mark. Approximately the same 
number of men were employed in 
June as in May with, however, a 
slight increase in hours worked. 

June shipments of cars will be 
eighteen per cent ahead of June 
last year, Franklin’s current re- 
ports indicate. 


Pontiac Sales 
Detroit, July 7.—During the 
second ten-day period of June 
sales of Pontiac cars exceeded the 
first ten-day period by eleven per 
cent. In the third ten-day period 
of the month sales were ninety- 
six per cent in excess of the first 
ten-day period according to R. K. 
White, sales manager. 


| 
| 
| 


| has 22,839 as against 15,495 


facturers. As the largest of the | 
groups involved, the code of the | 
manufacturers is assured of a 
prior hearing in the present set- | 
up of the recovery administra- | 
tion. Its program is to deal with | 
the larger elements first. 

At this hearing, every 
ested group will be given an op- 
portunity to state its case. The 
attendance of parts makers, | 
equipment manufacturers, deal-| 
ers and all others whose opera- 
tions are touched by the motor 
manufacturers’ code is expected. 

Similarly, the manufacturers 
will have a voice in the hearings | 
on the proposed agreements of 
the other groups. Conflicts of in- 
terest developed will be threshed 
out between the affected groups 
and out of this harmonizing pro- 
cess the formulation of a con- 
solidated, or vertical, agreement 
for all branches of the industry 
is foreseen in Washington. 


inter- | 


| parts stocks 
| has 


| May. 


operation extended by the more 
than 36,000 employes now on the 
company payrolls. Klingler said 
he hoped, through the share-the- 
work plan practiced by his com- 
pany in recent years, to hold the 
employment curve flatter this 
summer than has been possible in 
past seasons. 

Every effort has been made 
through the depression, he point- 
ed out, to provide for the regular 
Chevrolet workers. Through regu- 
lating hours of work per week to 
retail demand, and by building up 
in lean seasons, it 
been possible for eleven 
months of each year since 1929 to 
hold Chevrolet payrolls to within 
ten per cent of the average of 
32,500 men, Klingler stated. 

June production exceeding May 


| is unusual in his company’s ex- 


perience, Klingler said, _ since 
either April or May are normally 
peak months of the year. 


Entire 1932 Mark 


Detroit, July 7—Shipments of 
Plymouth cars for the first six 
months of this year—including 
export and domestic — totaled 
130,117 units, an increase of 4.3 
per cent over the entire year of 
1932, it was revealed when final 
figures were released today by 
the Plymouth Motor Corp. 


“This is an ‘overall’ increase of 
75.5 per cent over the first six 
months of last year, and an in- 
crease of 393.8 per cent over the 
first six months of 1931,” it was 


| asserted by H. G. Moock, general 


salesmanager of the Plymouth 
Motor Corp. 


“Totaling the entire domestic 
and export shipments for Ply- 
mouth during the past 6 months, 
when more cars were shipped and 
produced than during any entire 
year’s period in the history of the 
corporation, it is interesting to 
note that these shipments were 
18.8 per cent greater than the en- 
tire year of 1931, 78.4 per cent 
higher than all of 1930, and 27.1 
per cent greater than all of 1929.” 

At the start of this month, 
Plymouth had on hand advance 
orders for more than two weeks’ 
July production. 

Employment still continues at 
record peak at Plymouth. More 
than 8,000 men are at work in the 
main plant in Detroit. 

Final figures for Plymouth’s 
June production were also re- 
vealed today. They totaled 40,815 
units, a new all-time high for a 
single month in the history of the 
company. 


Wayne County Sales 
Topped June 1932 


(Continued from Page 1) 


preciable gain over May—7,344 to 
6,253. For the year to date, 1933 
in 
In June, 1932, the count 


was 21,271. 
Individually, Ford still was first 


|}in June, ’33, with 2,555; Chevro- 


let second with 1,325; Plymouth 
third with 917; Dodge fourth 
with 751; Pontiac fifth with 490 


| and Essex sixth with 484. 


Commercial vehicle registra- 


| tions also showed a spurt over 


May, with 358 to 239. This count 
betters the 351 in June last year. 
For the six months this year, 
however, the general total is be- 
hind that of the same period last 
year—1,082 to 1,505. 


Ohio Dealers to Meet 

Cleveland, July 7.—A call was 
issued today, through the offic 
of Herbert Buckman, for a meet 
ing of Northern Ohio dealers on 
July 14 at Hotel Statler to organ- 
ize the ninth district of the Na- 
tional Automotive Dealers Assn. 
under the Recovery Act. 





Sparks 


(Continued from Page 1) 


nated. And she says mohair can 
be cleaned with soap and water 
without removal from the car| 
taking care not to let the material 
get wet clear through. And she| 
adds clothes will wear twice as| 
long if mohair is used for car 
upholstering. Radio City, in| 
New York, uses mohair for deco- 
rating walls, chairs and windows. | 


S #£ ¢ 


TWENTY-THREE YEARS ago 
the first Elgin road races were| 
staged by the Chicago Motor 
Club. They were for stock cars 
only and no one can deny that| 
these road battles did not im- 
prove our breed of cats in those 
times. Manufacturers supported 
these classics and the fight for 
supremacy raged hot. But when| 
it became so that no maker could | 
afford to be beaten in these races, 
the manufacturers themselves 
withdrew their support. That 
killed stock car racing and in- 
terest in the Elgin events 





dwindled and in 1920 they were 
abandoned altogether. 


With the Century of Progress | 
Exposition as the magnet to at-| 
tract the populace to Chicago, it ea 
now is proposed to revive Elgin 
and confine the entries to stock 
cars. That should give manu-| 
facturers the chance they seem 
to have been looking for. We've 
had near-stock cars running in 
the Indianapolis race _ recently | 
under the names of their makers. | 
Elgin should be an attraction for 
companies ambitious to prove the 
speed of their stock cars. 

Proving the old boys are senti- 
mental, the man who is respons- 
ible for the Elgin revival is J. Ed 
Duffield, one of our gang that 
used to run these races in the 
early days. Ed no longer is con- 
nected with the automobile in- 
dustry—he’s an executive of the 
Associated Employers of Illinois 
—but race promotion still is in 
his blood. 


| 


* * * 


JOE McDUFFEE, general man- 
ager of Prest-O-Lite, was the 
first winner of the Vanderbilt 
Cup. Not the one the millionaire 
put up for road competition, but 
a mug he gave for a dirt track 
race way, way back when sixty 
miles an hour seemed a dream. 

Now McDuffee has another 
ambition. He wants to be able 
to say he has visited every state 
in the Union via airplane. So 
far he has touched his wheels in 
every state except New Hamp- 
shire and Vermont and he pro- 
poses to fly there next month. | 

This is his second Lockheed | 
and in it he has traveled 1050 | 
hours, covering a distance equi- 
valent to 160,000 miles. In his| 
first ship he flew 950 hours for 
approximately 100,000 miles. Of 
course it is a company plane he 
is flying and he uses it for 
business. 

Joe’s just back from the Pacific 
Coast. While out there he 
lunched with our old friend Jim 
Houlihan, erstwhile De Vaux ad- 
vertising counsel and now back 
on his own heath. 


* * * 


OUR OWN BILL Callahan left 
Detroit Monday afternoon, drove 
to Chicago that night, spent half 
a day seeing the fair and was 
back home at 11 o’clock Tuesday 
night. You wouldn’t expect he 
saw much of the exposition but | 
one of the stories he brings back | 
is about the Pontiac Indian in| 
the General Motors Building. 
That’s one of the sensations of | 
the display, he says. 

It fools you, that Indian. Life! 
size, it apparently breathes and 
it converses with the spectators. 
It answers questions and as yet} 
no one can discover how it’s done. | 
That’s the secret of R. H. White, 
advertising manager of Pontiac, 
who staged the display. 

Cal was told of the puzzlement 
of a high-up G.M. official, who 
was knocked for a goal when the | 
Indian called him by name and 
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ae aoe he had John O. Munn authority on automobile mer- Higher Priced 


chandising. 
BOB CLAYTON a moved his To Aid Vesper Cars Gaining 


lares and penates from Detroit ses E. A. Horton Named 
to New York. Lee Anderson’s Toledo, July 7.—John O. Munn, | . Los Angeles, July 7.—New pas- 
former space buyer, has joined ssauhans ie John O. Munn| By Gabriel Company senger car registrations for Los 
the staff of Young & Rubican| Go and vice- president of Sterling | Cleveland, July 7.—John J. Bat-| Angeles city and county for three 
and Bob retains his automobile| Reesen, Inc., |terman, president of the Gabriel| weeks of June show a sensational 
connection because Y & R handle | national adver- | Co. announces the appointment increase of makes other than 
the EWOnstS Secouet, tising agency, of ‘Ellsworth A. Horton, of De- the three low priced leaders. 

has been ap- B | troit, as merchandising manager! While in the first twenty-two 


pointed secre- in charge of sales and advertis- days of June total registrations 


™~ 7 . S : 
‘Toledo Gaining tary of the Na- " ling. Mr. Horton has been en- showed a gain of 35.8 per cent 


I b O ; a a eee . | gaged in dealer organization work rege a a ae ae 

2 alers’ : , . ee 1an Chevrolet, Ford : - 

mn Jo Ss utput iouuielinn and | for eighteen years with such con-| mouth jumped 63.4 per cent (1172- 

- an assistant to F. a. | cerns as the Lee Tire and Rub-| 717), their ratio to total sales 

Toledo, Ohio, July 7.—-Employ-|w. 4. Vesper, | ber Co., Kelly-Springfield, Fire-| rising from 30.1 per cent in 1932 
ment in fifty-one Toledo plants president and stone, and the’ Packard Motor) to 36.3 per cent in 1933. 

showed a gain of 256 workers | general man- Car Co. Contrasted 1933-1932 registra- 


for the last week in June, the | ager of the as- or : ‘ons » ten leaders : 
fourth consecutive gain in em- sedan at ie John O. Munn Mr. Horton joins the Gabriel| tions of the ten leaders follow: 


ployment here. There are 12,568 Louis, Mo Co. as it is swinging into full| Chevrolet, 803-349; Ford, 636- 
woemers *h Che 63 pints, he Throw h th John O. Munn Co production on the new Gabriel| 1141; Plymouth, a aoe 
: : ; 2 Ps : /0., vee es °65 > § 

highest figure since February 15. Mr. Munn Head conducted & mar- form-fitting trunks and receiving 265-10; Dodge, 126-38 ockne 


r; +4 ; : : -ontiac, 92-47; 
With recent additions, the ‘ eto : ‘1,|inereased business on Gabriel | !+ 20-78; Buick, 98-85; Pon 
Chevrolet Motor Ohio Co. now has keting service for automobile De Soto, 77-86; Oldsmobile, 66-35. 


salers several years. His as-| Shock absorbers. 

1,600 men, working in two shifts, Goale rs for several years. His as shock absorbers Though sales of Chevrolet, Ford 
five days a week. With con-| °° sates Se Beesen will oe and Plymouth in the aggregate 
tinued increase in business, the | “°7TY Of “lS Service. Shie Ids Wins Honor gained 23.3 per cent (2050-1662) 
plant probably will go on a three- Mr. Munn has been closely Dallas, Tex July 7.—Henry | °V€F 1932, their ratio to the total 
shift, 24-hour basis, says com-| identified with the automobile Shiel i: — f ‘tes "M - “a Buick dropped from 69.8 per cent to 63.6. 
pany officials. business for twenty-five years. | ~ - pn o . mene io —— 

The Textileather Corp. now has| He was in the advertising depart- | ©®., is the first to qualify for; Seattle, Wash. July 7—Ken- 


| 250 workers employed full time,| ment of the Willys-Overland Co.| membership in  Buick’s 1,000) worth Motor Truck Corp. is now 


with most departments on a/| here for nine years, and gained | Point Club. He has delivered 36) manufacturing trailers with or- 
24-hour basis. a nation- a-wide reputation as an| new Buicks and six used cars. ders showing in increases. 


Yes...owners “treat ’em 


roa gh” 


.-. but find a Terraplane that can’t take it...or a Terraplane owner 
who doesn’t love his car as he loves his dog! 


The way Terraplane owners drive, you might think “Why, that’s Terraplaning!” they'll say. “This car’s 
they had a grudge against their cars. no sissy —why nurse it? It’s grown up. All you do 
is drive it—it takes care of itself.” 
But watch them smile while they float along at sus- And that’s what makes Terraplaning a sport instead 
tained speeds that would make most cars ery for of just transportation, No— you don’t have to hop 
mercy. Talk to them after they’ve done a stretch of along at 70 or 80, or take the side of a mountain at 55 
high-gear mountaineering. Challenge them to say why or a rutty lane at 40, But you can if you want to— 
they breeze so nonchalantly over rocky detours, without repair-bill worry. “That’s Terraplaning!” 


“Don’t I know it! We’ve done 748 miles in two days 
— without a hill-shift. And both we and th 


car are as fresh as dewy daisies!” 


“Lots of Terraplanes up here this 
summer—they’re the only cars that can 
take these mountains in high gear.” 


If you are interested in the profit-possibilities of a franchise which protects you from 
multiple dealership and territory invasion, and assures you of a complete line of the 
outstanding cars of the year, write to us for a profit-analysis of your territory. 
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man at the next table left little 
doubt that he was in the auto- 
mobile business. In the midst of 
considerable difficulty with an 
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One sacred pledge we make our friends here and now. This evasive platter of spaghetti, he 
publication, God willing and so long as it 1s m our charge, will confided to his companion, “Eat- 
never champion the cause of any individual or any corporation ing this stuff is like giving free 
which is not for the best interests of the automotive industry service. There’s no end to it.” 






as a whole. Nor will its columns be used to spread gossip or 
inflame prejudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the dis- 
semination of NEWS which it knows to be timely, authentic 
and of value. 


We felt like wise-cracking that 
the same point seems to dis- 
tinguish an inner tube. But mod- 
'esty prevailed, and we retained 
our dignity. And lost the satis- 
faction of feeling ourselves a wit. 
There’s not much bravado in 3.2 
beer. 
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* * 
WELL, they've taxed every-| 
thing but our patience, and when | 
they tax that, we’re pretty durn| 


* 





A Step Forward 





In This 


soe N.A.D.A. Code and program must not be con- 
sidered a panacea for all the ills and ailments of the 
selling end of the industry. On the other hand, however, 
it opens the way for the dealers themselves to control 
those elements of the business which every dealer from 
time to time has thought should be handled by the auto- 
mobile manufacturer. 

In the proposed program the purpose as outlined in 
Paragraph 1, Article I, of the Code, stands out as the first 
and most progressive program the selling industry ever 
has contemplated. When adopted, as it will be, and then 
followed up by the long arm from Washington, all those 
real or imaginary elements of destructive merchandising 
said by certain dealers to be practiced by certain other 














off. 

To this there must be added that any dealer who feels 
the Code will not apply in his case just because he happens 
to be in Podunk, a cross roads town, is laboring under a 
false impression. The new deal will apply in Podunk as 
well as the metropolitan centers and while it is true that 
the N.A.D.A. Code of the Recovery Act will be adminis- 
tered with strictness, nevertheless there is one consoling 
fact which is that reason and a great deal of common 
sense will be used until every dealer, whether he is a mem- | 
ber of a trade association or not, fully understands its | 
ramifications. 


An outstanding feature of the program is that effecting 
the hours and wages of all employes except salesmen and 
executives. Wages in dealers’ shops for the past three 
years have been notoriously low. Dealers have been cut- | 
ting off their noses to spite their faces, thinking reduction 
in overhead was best accomplished by reducing wages. In 
this they were often guided by persons who should have 
known better. Today we know of no more deplorable con- 
ditions in the industry than those existing in the average 
dealer's shops. The Recovery Act does not temporize for 
a moment when it seeks to change this condition. What 
the Government seeks to establish is not a “fair wage” 
but an “effective wage”. The Government does not even 
pretend to show any desire to recognize a uniform wage. 
Trade associations and dealers in all sections of the coun- 
try should watch this angle carefully. They must also 
bear in mind that when they reach an agreement for their 
districts that the dealers agree to take only five per cent 
profit from their business until the wages are leveled off 
in line with 1926 scales. 


The next point is that the retail end of the business now 
has an opportunity to regulate selling and purge the in- 
dustry of the alleged unfair trade practices. Controlling 

| prices on used cars has many points to be considered. One 
is the initiative of the dealer who always has handled used 
cars efficiently. To create uniform prices on used cars 
may destroy dealer initiative and efficiency. To “prevent 
sales below cost” or to “prevent over-allowances” on used 
cars may or may not be a stumbling block. It is human 
nature to horse trade and many of our best dealers are 
natural horse traders. Even John Public with his used 
car is a horse trader. It may take years to wipe out the 
desire to trade better than the other fellow but if the 
practice of taking a “deal” away from the other fellow 
because of local trade rivalry is actually to be eliminated, 
the industry presents wonderful possibilities. It makes 
for good reasons for staying in the business. 




































dealers will stand a fairly good chance of being leveled 


sure we'll lose it entirely. 
ok ok *K 


Queer Queries 


DEAR C. K.: Why don’t they 
use coil springs instead of these 
here long, flat springs?—Zealous 
Zeke. 

Just what are you _ talking 
about—a motor car or a mat- 


tress? 


* * * 


THE DIFFERENCE between 
a squeak-easy and a speak-easy 
is that one probably refers to a 
spring, and the ‘other possibly 
means a fall. 

* ck 


MOST 


* 


THE 


clinations, is the Colorado Springs 
Hostelry known as “The Royal 


Gorge.” 


* * 


SPEAKING of 
signs, there’s another in Detroit 
that has given ye scribe many a 
chuckle. It decorates the win- 
dow of a restaurant owned by 
two gentlemen of Grecian extrac- 
tion, who rejoice 
of Philip and George. 


* 


Evidently 


desiring to advertise this fact, a| 
| compatriot was commissioned to 


display it in vivid letters across 
the front window—which he did 
with more zeal than accuracy. 
And as a result of his abbreviat- 
ing and mis-spelling, the sign 
reads, “Phil and Gorge, Restau- 
rant”—which we submit is the 
last word in aptness. 

* * * 


LEM LUMMOX, who used to 
run the big garage down in our 
town, says that while he’s not 
certain yet why he went on the 
rocks, he’s pretty durn sure there 
wuz dirty work goin’ on in his 


repair shop. 


* * * 


SEEN IN GROSSE POINTE, 
Detroit’s swanky suburb. A mag- 
nificent limousine, the rear seat 
occupied by a solemn, dignified, 
elderly couple, proceeding lei- 
surely along the lake shore drive. 
And snugly ensconced in the cen- 
ter of the rear tire, a ragged little 
darky, displaying white teeth in 
a good-natured grin, while impu- 
dently thumbing his nose at the 
world at large. 


“The wheel that does the squeak- 
ing is the wheel that gets 
the grease,” 

Says the adage that’s supposed 
to teach the wisdom of 
complaint. 

But the wheels that functioned 
quietly and grumbled not 
at all 

Had never lacked anointments 
in reward for their re- 
straint. 


appropriately 
named eating place in the coun- | 
try, according to a motorist who | 
is noted for his gastronomic in-| 


in the names | 


| 


The views expressed in this 


and do not necessarily coincide 






Courtesy of Grocery Age 


Corner 


column are those of our readers 
with those of the editors. Read- 


ers are invited to use this space for voicing their opinions or 


ideas. 


Anonymous contributions will not be accept 


but con- 


fidence will be observed upon request. 


We Apologize 

In your issue dated Saturday, 
June 24, there appeared a story 
on page one referring to the re- 
opening of the Libby-Owens-Ford 
plant in Canada. 

Libbey-Owens-Ford Co. has a 
plant in Canada at Hamilton, Ont. 
This plant has been closed for 
sometime and at present we have 
no plans for reopening it. The 
plant which will be opened 
located at Ottawa, Illinois, U.S. A. 
I can readily understand how the 
date line Ottawa, Illinois, could 
have been confused with Ottawa, 


| Canada, but I would appreciate a 
| correction to prevent any mis- 


eating house | 





understanding that may have re- 
sulted from your story. 
B. Warman, 
Libby-Owens-Ford Co., 
Toledo, O. 


Know Your Car 


Knowing that you are always 
interested in sales material, we 
are of the opinion that material 
which has proven results is worth 
while at all times and for that 
reason are mailing you a copy 
of something which we think is 
a part of a system which has 
brought results. 


Our sales force became rather 
depleted by a process of elimina- 
tion, when we finally discovered 
that it was highly important that 
we train new men. We inserted 
an advertisement in our morn- 
ing paper, asking for men who 
had a varied sales experience as 
well as other important qualifica- 
tions, which were answered. We 
were quite surprised with the 
type of men who responded. En- 
gineers, sales managers, in fact 
men who have had an earning 
capacity of eighteen thousand 
a year and better, which obvi- 


ously gave us a splendid class|} 


of men to work with. 


We met with the men each 
morning for a week, giving them 
detailed instructions of how to 
present the Ford car, covering all 
the important subjects vital to 
good common sense selling. When 
the course was completed, each 
man was given a questionnaire 
covering subjects touched on 
during the course. The big sur- 
prise to me was the intelligent 
answers as.well as completeness 
of them. This conclusion was 
arrived at only after giving our 
old salesmen the same examina- 
tion, which to my utmost surprise 
suffered by comparison in many 
instances. However, I did find 
our top-notchers of the old group 





is | 


of men to give the same complete 
and intelligent answers. 


The conclusion drawn from this 
experiment was quite convincing 
that the stragglers in your todays 
sales force do not know their 
merchandise. That was brought 
out very plainly during this ex- 
amination, which all goes to 
show that it is highly important 
that salesmen are kept in con- 
stant training regardless of the 
number of years that they have 
been with you. 


Some of my men have been 
with the organization for ten 
years and they, by the way, are 
the top-notchers and have been 
undergoing a constant training 
during this entire period of time. 

We have one very important 
ruling in this house and enforce 
it one hundred per cent, insisting 
that each salesman be present at 
the opening of the sales meeting, 
which is held every morning at 
eight-thirty. 

To sum the entire subject up 
we might add that the men who 
are making sales are the men 
who know their car thoroughly, 
as well as their opposition, can 
present it intelligently and con- 
vincingly, in addition to making 
at least twenty contacts, two 
demonstrations and one and a 





half appraisals a day. This is 
the type of man who is worth 
while in every organization, and 
the others should be weeded out 
very promptly. 

Levan Lawfler, 

The Lawfler Automobile Co., 

Allentown, Pa. 


‘mg Word in 
edgewise”’ 


By the Publisher 





IT IS HARD to write a word 
from Detroit these days without 
saying something about the bank- 
ing situation into which America’s 
fourth city was plunged without 
warning last February. My bar- 
ber, Ed Dunk, has his opinion and 


because I believe it to be the 
composite of the between - the - 
towels-and-lather expressions 
which he pumps from everyone 
who fills his chair in the Fisher 
Building, I’m rather inclined to 
accept it as my own. 

7 * * 


IT IS PERHAPS trite to say 
that no city in America was so 
endowed by the last two decades 


(Continued on Page 12) 
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Motor Tax Rampage Hurls Solons 


Into Law of Diminishing Returns 


Automotive and Petroleum Industries Have Dug Out | 
Indisputable Facts on Subject But Revenue 
Raisers Refuse to Face Them 


By WILLIAM ULLMAN 
(4.D.N. Washington Correspondent) 


Washington, July 7.—Fact-facing is an art which 


appears to transcend the talents of the people’s chosen | 


representatives in legislative halls. That much is indi- 
cated in the history of gasoline and motor vehicle taxation 
in the past four years. 


The legislator’s policy has been! 
one of steadily increasing both | difference between the two of 
types of levy. His purpose in so| 10.8 per cent. 
doing has been to increase reve- 
nue and proportionately reduce, 
or wipe out, 
treasuries. 


of other calculations, illustrate 
deficits in public} why the automobile and _ petro- | 
| leum industries are fighting with | 
What, however, are the facts? | such fervor for 
Simply these: The actual yield | discriminatory tax attack. 
of such levies always falls below | - — — 
the estimates of the revenue) 
seekers. Why? Because. they) 
represent a burden too heavy to| 
bear. Instead of carrying it as| 
the legislator blissfully assumes | 
it will, the public slides from un- 
der. It does not buy cars on the 
scale estimated. That crimps ex-| 
cise tax yields. It uses its present | 
vehicles to a smaller extent. That 
means smaller gasoline consump- 
tion; lower proportionate motor} 
fuel tax revenue. 


The 


Price 


Breeding Bootleggers 

The motoring citizen, however, 
does not stop there. He patron- 
izes the gasoline bootlegger. Even 
though he knows he is getting an 
inferior product, he has_ no 
choice. The tax on top of the 
price of fuel honestly made and 
legitimately sold simply repre- 
sents a votal beyond the scope of | 
his collapsed purse. 

Man-made tax laws, to state it 
bluntly, collide with that grim 
economic statute called the law)| 
of diminishing returns. The | 
former are knocked into the pro- 
verbial cocked hat. 

For years economists have been 
trying to convince legislators that 
they, the latter group, are power- 
less to abrogate the law of di- 
minishing returns by any other 
kind of law. Scores of pertinent, 
irrefutable facts have been un- 
earthed and held up before legis- 
lators as horrible examples of fu- 
tility of believing otherwise. But 
they have gone on their heedless, 
foolish way. So have the deficits 
which they have sought to wipe 
out. 

What are some of the bald facts 
that have been ignored in this 
fashion? 


A Fallow Market 


One of them is that the new 
automobile market has dried up 
most desperately in those states 
with the highest tax rates. Mo- 
tor car registrations have de- 
creased 3,000,000 units in the last 
four years. Motor car sales are 
down sixty per cent. Figures for 
1931 show total registrations off 
ten per cent in the states having 
the highest taxes as compared | 
with a national average of less | 
than three per cent. 

Gasoline consumption ead 
reflect even more the effect of 
high taxes in putting the motor-| 
ist on his mettle to avoid their 
payment, or of subjecting him to| 
the worse fate of having to give) 
up his automobile. One of the 
finest comparative studies on the | 
subject of high tax rates and| 
their effects upon consumption of 
the taxed commodity is available | 
in this connection. 

It involves eleven states in each 
of two categories; one group of 
which kept its gasoline tax rate 
the same as in 1929, the other of | 
which raised the per gallon tax | 
one cent. In 1932, when gasoline | 
consumption staged a heavy | 
slump for the nation as a whole, | 
the first group of eleven states | 
showed a gain in motor fuel buy- 
ing of 4.1 per cent as compared 
with 1929. The other group regis- 
tered a decline of 6.7 per cent, a 


How does it work 


competition in any 


| tery filler, 


The figures, typical of hundreds | 


oo of ‘diminishing ‘returns hits 
them, innocent though they may 
| be, just as hard as it does public 
| treasuries. They cannot sell their 
products to a public that, through 
| sheer necessity, is forced to save 
| every penny it can on taxes and 
everything else. 


Add “Break-N ot he 


Battery Fillers 
E. Edelman & Co., 2332 Logan 
Blvd., Chicago, has added 


molded 
piece from red vulca-sote. 


veloped by plastic engineers to 





relief from this | 


fewer sales at greater 


selling low-priced cars. A 


| withstand the acid and frequent 


severe hard blows received by a 
battery filler in everyday service. 


The material is said to be as hard | 


as flint and yet resilient. 


What’s the 


the | 
new “Break-Not” one gallon bat- | 
in a single | 
This | 
material has been especially de- | 


Columbus Ist Half 
Sales Top Last Year 


Columbus, O., July 1 (UTPS)— 
Total sales of new passenger cars 
in Franklin county for the first | 
six months of the year were 3182 
compared with 3281 during the| 
corresponding period in 1932, a 
decrease of 99 cars. This is the 
gist of the report filed by County | 
Clerk Charles E.. King covering | 
the first half of the year. 

Truck sales for the first six| 
months were 299 as compared 





with 300 for the same period. 


New passenger car sales in 
June this year were 748 compared | | 
with 661 in June last year, an in- | 
crease of 87 cars. Truck sales in| 
June totaled 69 compared with 65 | 
in June, 1932. 


Car Sales Up 
At Chicago Fair 


Chicago, July 7.—Sales at A 
Century of Progress world’s fair 
continue to mount at the Chrysler 
building. Official announcement 
was made today that up to Wed- 
nesday night orders had been 
taken for 167 Chrysler, De Soto, 
Dodge and Plymouth cars and 
Dodge trucks. 


The Chrysler Corporation's ex- 
port department in the exhibi- 
tion building is sharing the activ- 
ity in sales with the domestic de- 
partment. 

The Firestone building is utiliz- 
ing the change in window display 
idea so popular in merchandising. 


| The latest innovation is the ap- 


Ford Dealers Show 


Dayton, July 6—A _ complete} 


showing of Ford products in the|¥®r’S 


form of an automobile show was | 
held Monday, Tuesday, Wednes- | 
day and Thursday this week by | 
the three Ford d Ford dealers “_ 


Relation of 


| pearance of the Studebaker car 


| driven by Tony Gulatto at this 
Indianapolis Speedway, 
and alongside of it is the Marmon 
piloted by Ray Harroun in cap- 
| turing the 1911 race at Indiana- 
polis. 


Class to Profit Class? 


HUPMOBILE’S RECENT SURVEY 


ANSWERS A PROBLEM THAT 


CONFRONTS EVERY DEALER 


Volume business at low profit per sale, or 


individual profit ? 
out? And what about 


given territory / 


Hupmobile has assembled authentic data 


on this all-important question. Many sales 


territories, 


been analyzed. 


for instance, are 
N. Y., Newark, 


Ky., Providence, 


Here, 


bany, 


and Fort Worth, Tex. 


SUMMARY 


Low-priced cars sold in 1932 . 
Low-priced car dealers in 6 cities . is ea 
Gross profit low-priced cars 

Gross profit per dealer for year 


Medium-priced cars sold in 1932 . . se 
Medium-priced car dealers in 6 cities . . a 
Gross profit medium-priced cars $2,041,662.48 
Gross profit per dealer for year 
(Sales figures are taken from R. L. 
The dealer count is drawn from reliable sources, 


ports. 
usually Dealers’ 


on the 


Associations. 


Be 


varying in size and wealth, have 


the figures on Al- 
a... 
Deadwood, S. D., 


Lexington, 


16,939 


259 


$2,536,799.27 
$9,794.59 


9,303 
158 


$12,921.91 


Polk registration re- 


Gross profit is figured 


4-door sedan list price, using the known rate 


of discount for the number of cars sold of each make.) 


Clearly, these figures indicate that a dealer selling 
medium-priced cars in the territories named has a 


better chance for individual profit than a dealer 


sk for a similar analysis 


HUPP MOTOR CAR CORPORATION . 


of a territory comparable to yours. Write to us 


today—without obligation, and let us tell you 


how Hupmobile, for twenty-five years the car of 


the careful investor, fits into your picture. 


DETROIT, 


MICHIGAN 





i  : cena aia 


ladiniapotie Region Keeps 


up Boom as Summer Comes 


Indianapolis, Ind., July 6—In- 
dustrial activity continued its up- 


ward curve as June, the season | 


for the usual downward turn, 
neared its end. 

The Schwitzer-Cummins Co., 
manufacturers of fans and other 
automotive products, had _ in-| 
creased its force to the normal | 
figure, and is working at full 
time. 

The Chapman Price Steel Co. 
reports rehiring 250 employes 
and expects to boost the payroll | 
to 500 men soon. 

Local building permits last week 
showed a 100 per cent increase 
over the previous week. 

Production at the American 
Foundry Co. here, manufacturers 
of motor blocks, has been stepped 
up and orders covering produc- 
tion for the remainder of the 
year are on hand. Substantial 
orders for Plymouth and Dodge 
blocks have been received, and 


Recovery Code 


Boosts Rosters 


Chicago, July 7.— The promi- | 
nenve given to the Recovery Act 
program has proved a stimulus in 
building up memberships in auto- 
motive trade associations. 

Lafayette Markle, president of | 
the Chicago Automobile Trade | 
Association; B. W. Ruark, general | 
manager of the Motor and Equip- | 
ment Wholesalers Association, 
and Charles E. Gambill, executive 
committee member of the Na- 
tional Automobile Dealers Associ- | 
tion, unite in stating that their 
organizations have tied up with 
the pro-association agitation by | 
staging membership drives. 

Three new members have just 
been added by the M. E. W. A. 
They are Cummings Brothers, 
Flint, Mich.; 
Ce., Columbus, O,, 
Motor and Supply 
field, Mo. 


Toledo May Exact 
Through Truck Fee 


Toledo, Ohio, July 7.—An inves- | 
tigation of a proposal to require 
a local license for interstate buses 
and trucks that go _ through 
Toledo, has been begun by Irvin 
O’Connor, city law director. 

Officials have been informed 
that the rights of municipalities 
to require such local licenses have 
been upheld in the courts on the 
grounds that the buses and trucks | 
cause heavy wear to the pave-| 
ments and can be required to pay 
their portion of costs. 


Co., Spring- 


Eliminate poor ser 
rare ee oa 
““BREAK-NOT” (, 


| ders for gliders. 


Automotive Parts | 
and Ozark | 


replacements 


ALLON 


the company has placed 300 back 
|on its payroll. The plant is oper- 
ating seven days a week, and 
plans the purchase of additional 
equipment. 

Overtime schedules in the Penn- 
sylvania railroad yards here indi- 
cate a greatly increased flow of 
freight traffic. Prospects point to 
a further increase in the working 
force. 

Night work is in order at the 
Puritan Bed Spring factory, 
which is rushed by seasonal or- 
Other lines pro- 
duced by the company also are 
showing a material increase. 

Upstate reports adding to busi- 
ness cheer include that of reopen- | 
ing of production at capacity rate 
for the Kokomo factory of the 
Standard Sanitary Manufacturing 
Co., which has been closed down 
for fifteen months. About 300 
workers are expected to be put | 
back on the _ this week. 


16 States To Plan 


Uniform Motor Law 


Harrisburg, Pa., July 7 (UTPS). 
—An interstate conference to con- | 
sider the problem of uniform) 
regulations for buses and trucks 
among sixteen northeastern states 
will be held here October 20-21. 
It is being organized by the 
American Legislators’ Association 
at the request of the Pennsyl- 
vania Legislature. 

The conference will consider the 
desirability of reciprocal and uni- 
form laws relating to the size, 
weight, height and length of mo- 
tor vehicles, and make recom- 
mendations to the Legislatures of 
these States for legislation. 


‘Auburn Speed Car 


Here’s a view of the Cadillac V-16 designed by and built for W. S. Knudsen, vice-president of General 


Motors Corporation. 


types built to order on the V-16 chassis this year. 


‘Gorrell Wins Dual 
Office With Stutz 


At the | 


Indianapolis, July 7.— 
annual meeting of the Stutz Mo- 
tor Car Co. of America, Inc., all 
officers and di- 
rectors were re- 
elected. 

The directors 
rewarded Colo- 
nel E. S. Gor- 
rell for his suc- 
cessful manage- 
ment of the 
company by not 
only re-electing 
him president 
of the company 
but also elect- 
ing him chair- 
man of the 
board of directors. Colonel Gor- 
rell declared that he accepted the 


Colonel E. S. 
Gorrell 


| dual function with confidence in 


the future of the Stutz Co. and of 
the country at large. Speaking 
of business conditions in general, 
Colonel Gorrell said: 


“We have now had almost three 
months of continuously improving 
| business conditions without any 
| general set-back. I trust that 
this general recovery will not 
have thrust upon 
tional 





Is Shown By Cord 


Chicago, July 7.—The Cord Cor- 


poration’s attractive exhibit in the 


| Travel and Transport Building at | 
| the World’s Fair has a new addi- | 
It is the Auburn Speedster, | 


tion. 
which hung up a number of stock | 
and non-stock car records of- 
ficially approved by the American 
Automobile Association. 


The Auburn takes place 
alongside a Duesenberg model at 
the Cord exhibit, which contains 
also a huge map of the corpora- 


its 


credit expansion, or the piling up 
| of Government deficits. 

| “Business will thrive best on a 
| program of minimum interfer- 
ence. The danger is that too 
many theorists are attempting to 
rescue business.” 





tion’s airline operations in North 


| America, showing all routes and 


the location of landing fields. 





vice and frequent 
aR 
) Battery Filler 


ONE 


Motorists prefer the service 
station that offers quick, clean, 
battery filling. 

““Break-Not” is molded of red 
Vulca-Sote (flint hard, yet resili- 
ent), Withstands hardest usage. 
Has water level gauge and long 
filler hose that makes it easy to 
reach the most inaccessible bat- 
tery. Large top opening holds 
hydrometer safe from breakage. 

Write for prices and complete 
information. 


Used car values! 


And new models added! 


Blue Book. 


accurate 


Executives Edition 





| 
| 
' 
| 


E. EDELMANN & Co. © 


2 
P 


p 


340 Logan Boulevard, Chicago, lilinois a 
lease send complete information and 
rices on the “Break-Not”’ Battery Filler. 


BLUE BOOK 


$12 Yearly 


it any addi-| 
stimulation of artificial | 


CHANGES 


Changes, changes and MORE changes! 


New car specifica- 
tions! Characteristics! Factory list prices! 


A total of 6,367 CHANGES in the latest 
Red Book, and 72,218 CHANGES in the 


These important changes make it both 
dangerous and costly for the automobile 
dealer, or for anyone else who must have 
information and dependable 


Century of Progress Fair. 


This is probably the most advanced aerodynamic design of the several custom 
The car is on display at the Cadillac exhibit at the 


Toledo Dealers Make Gain 


In All Branches In June 


Toledo, O., July 7.—Records | 
compiled to June 20 show the 
month outstepping its predeces- 
sor. The advance was shared 
by new passenger cars, com- 
mercial cars, and used cars. 

Toledo dealers agree that the | 
word “inflation” has been one of 
the most efficient prods to motor- 
minded people who have been 
on the fence. 

R. H. Eddy, vice-president and 
general manager of the Davis| 
Motor Sales Co., Buick dealer, 
has observed that during the past 
week or ten days his organiza- 
tion has had an increasing num- 
bers of buyers and prospects from 
the ranks of railroad workers. 
In most cases, they are those} 
who have been out of work and 
have recently been recalled. Mr. 
Eddy believes that most buyers | 
are persons who have had steady 
employment and who have been | 
stirred to purchase a new car} 
through conviction that prices | 
will go up. 

This belief is shared by Ed 
Stewart, general manager of the 
Close Motor Sales Co., which| 
handles Pontiacs. Mr. Stewart | 





| has observed a notable pick-up in | 


salesroom business. “Our busi- 
ness in the last sixty days has 
been better than it was in May or | 
June of 1929,” Mr. Stewart said. 
Toledo dealers have sold fifty- 


values, 
July 1 


are appraised. 


seven more new cars during the 
first twenty days of June than 
during the same period of May. 


The increase in the sale of new 
commercial cars for May and 
June of this year is viewed as 
a healthy sign. The legalization 
of beer particularly, and the 
gradual revival of business gen- 
erally are the accredited bene- 
factors. May records’ reveal 
forty-seven new trucks sold lo- 
cally, fourteen more than in May 
a year ago. There have been 
thirty-five new trucks sold here 
from June 1 to 24 while sales 
numbered thirty-nine for the 
entire month of June, 1932. 


Employment In 
N. J. Going Up 


Trenton, July 7.—The New 
Jersey Department of Labor re- 
ports that during May the state 
experienced the “greatest increase 
in employment and wages for any 
one month since long before the 
depression began.” 


Employment showed an increase 
of 4.7 per cent as compared wiih 
April and payrolls 6.5 per cent. 
Average weekly earnings in 675 
establishments representing fifty- 


| six manufacturing industries were 


$20.68. 


ANNOUNCING--NEW 76TH 
EDITIONS--GIVING LATEST 
READY NOW 


to use obsolete editions after 


For the first time almost all 1933 models 


Used car values have 


shrunk from a LOW of 3.3% on some 


on others. 


Make more money by 
based on used car values that are right 
You can always insure your 
legitimate profits by using the latest edi- 
tions of Blue Book and Red Book. 


up-to-date! 


AND 


models and makes, to a HIGH of 12.5% 


making deals 


Do Not Put It Off—Mail Your Order Today! 


Pocket Edition 


RED BOOK 


$6 Yearly 


National Used Car Market Report, Inc. 
1315 So. Michigan Avenue, Chicago 


250 West 57th Street 
New York City 


714 West 10th Street 
Los Angeles 





Oklahoma City, Okla., July 5.— 
“The other day I asked one of the 
leading tire distributors in this 
Southwest territory of ours the 
favorite question, ‘How’s  busi- 
ness?’ Reports Ralph Muller, 
advertising manager of the Okla- 
homa Farmer-Stockman. Here's 
what he said: ‘Tires are moving 
from the dealers’ shelves to the 
wheels, phones are ringing as 
they did in the peak season and 
we hope that this Roosevelt pros- 
perity keeps going.’ 

“I went over to the branch man- 
ager of one of our leading motor 
car manufacturers and put the) 
same question to him. Here’s his 
reply: “Our business has been on 
the increase since January 1. 
April was the best month, in both | 
new and used car sales, which 
we have experienced during the} 
past two years. According to 
indications now our May busi- 


ness will exceed the April business | 


by possibly ten per cent.” 


“This wasn’t exactly a surprise 
to us. We knew that it was in- 
evitable. Prices on corn, cotton 
and wheat had doubled since har- 
vest time last year. Many of our 
progressive farmers had _ . put} 
their 1932 and even their 1931 
crops in storage, anticipating 
higher prices. And when these 
higher prices came, _ elevators 
and warehouses were tapped and 
stored grain and cotton went to 
market at an extra profit for 
these farmers of ours. 


Farmers Bent, Not Broke 

“These farmers hadn’t been 
exactly ‘broke’ for the past two 
years. They were about in the 
same position you and I would 
be if we had our rent paid, our 
food supply in for a year ahead 
and a few thousand dollars ‘tied 
up’ in Government bonds, with 
the market going up! 

“They had their living provided 


for, so why shouldn’t they wait} 


until they could get their price 
for the stuff they had produced? 
Why shouldn’t they drive the old 





car another year or make the 
tires go another thousand miles? 
By waiting a year they could buy 
a better car and have still more 


and oil. 
May business was getting around 


to an old time ring in the South- 
west. 


“But what is the fall going to} 
That’s what car} 


bring forth? 
and accessory manufacturers are 
asking themselves now. And 
from present indications the fall 
business, particularly in the 
Southwest, is going to make that 
April and May business look 
rather slow. 


“And here’s how: thanks to Mr. | 


Roosevelt, Mr. Wallace and their 
Agricultural Adjustment Act, 
approximately $95,500,000 stands 
ready to be turned over to cotton 
and wheat farmers in the vast 
Southwestern territory between 
now and September 15 for cotton 
and wheat that will never see the 
market. 


Two Plans Help 

“Two plans are offered the cot- 
ton farmer. By one he may re- 
ceive all cash for from twenty- 
five per cent to forty per cent of 
his crop at a rate of $7 to $20 per 
acre. By the other he may receive 
$6 to $12 per acre for acreage 
plowed under, plus an option to 
buy cotton already held by the 





government, equal to the amount 
of cotton that would have been 
produced in the destroyed por- 
tion. 

“Approximately $150,000,000 will 
be distributed to the cotton farm- 
ers of the United States within 
the next sixty days under one or 
both of these plans. Since the 
great Southwest produces some 
fifty-three per cent of the cotton 
of the United States, this means 
roughly $79,500,000 from _ this 
source. 

Extra Money 


“Contracts will also soon be of- 
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Southwest Farm Outlook 
Reported Encouraging 


fered wheat farmers for acreage 


reduction on the 1934 and 1935) 
wheat crops up to a twenty-five | 


per cent maximum of their aver- 
age for the past three years. Two- 


thirds of the compensatory pay-| 


ment this year will be made 
around September 15th, the bal- 
ance to be made upon proof of 
reduction in the next planting. 
About $150,000,000 will be avail- 
able to wheat farmers under this 


plan, which will give the South- | 
west an additional $16,000,000 of | 


extra spending money this fall. 
And when we say extra we mean 
extra, for under this plan, both 
cotton and wheat farmers have 
this money over and above their 
income from their cotton and 
wheat crops which may be sold 
whenever and wherever and to 
whomever they like.” 


SALES 


nd 


SERVICE 


By E. M. Lubeck 


‘T #2 many cases 

making money in their service 
departments, even more. than 
they are making on new car 
sales, show that it is only such 
dealers as “go after” service work 
who get it. 

Automobiles for some time have 
been built better. 


| work on 


of dealers 


The manufac- | 


No one else in the organization 
runs it. That’s why this car main- 
tenance department not only 
makes money, pays top wages to 
the men but also contributes 
more sales of new cars than the 
sales department. Service makes 
sales. 
De et 

F. D. SHAVER, of Youngstown, 
Ohio, is an outstanding Service 
Manager. He is in the service 
end by choice and not circum- 
stance. For twenty years he has 
stuck to the idea that the service 
automobiles belongs to 
the dealer who sold the car and 
not to those who had no hand in 
getting the driver to buy his 
automobile. He has ideas on serv- 
ice based on experience. He con- 
tends that the average dealer 
does not want factory advice on 
service simply because it is of- 
fered on the basis of take it or 
leave it. He adds that if the 
dealer was forced to adopt it he 
would quickly see the value of 
factory suggestions. He also won- 
ders how many dealers are really 
sincere about service but his 
main point is that a great many 


turer has been putting quality | 


into his cars. He has built them 


with the precision of a fine watch. | 


Between the two we have auto- 
mobiles which are almost fool 
proof. 


The buyer certainly has | 


been getting more for his dollar | 


in an automobile than 
other commodity in America. 

But automobiles wear. 
lected lubrication, indifference to 


| small noises or squeaks, continu- 


ous high speeds and hundreds of 


| other things lessen the life of the 


car. “Service,” as we term it, 


2 . | becomes necessary. 
money in the bank for gasoline | 


And that’s what hap-| 
pened. That’s why in April and | 


* * * 


IN EVERY CITY in the coun- 
try, no matter how big or how 
small, the average car on the 
street today is better than four 
and one-half years old. Seven 
cars out of ten seen on the high- 
ways are headed for a sign which 
reads “Turn right for a trade-in 
on a new car, or turn left for the 
repair shop. A small percentage 
turns right because conditions are 
getting better for a number of 
people but as the year wears on 
the service potential in America 
becomes greater and greater. 

Who is going to get this serv- 
ice volume and the profits? The 
answer is easy for it is the dealer 
who goes after it who will get it. 


To be sure, some will get it easier | 


in any | 


Neg- | 


What ir 





Cannot Be Seized 


Montreal, July 7.— The Appeal 
Court has declared that if a man 
owns a truck and makes his living by 
it, the truck cannot be seized. 

A provision in the Code of Civil 
Procedure allows a debtor to retain 
certain things required for his liveli- 
hood. Among them are listed ‘‘one 
summer vehicle, one winter vehicle.’’ 
The codifiers of 1897 did not antici- 
pate the advent of the automobile, 
but use of the word ‘‘vehicle’’ en- 
abled Justice Curran of the Superior 
Court and the Appeal Court to 
conclude that a motor truck might be 
immune, 


dealers will agree that “Service” 
is the real end of the business 
from a money making standpoint 
but do not know how to get the 
business. He comments on a 
dealer who wanted Shaver to aid 
him in building up his service de- 
partment some time ago. This 
dealer said: “Shaver, you get the 
business coming in, and then we 
will buy the tools and the equip- 
ment and buy some paint and 
clean up the place.” This sounds 
very familiar to me. 


Wh 


777 


INERTIA 





7 


Dominion Deals 


Are Under ’32 


Montreal, July 7.—The amount 
of financing of new and used 
vehicles for May shows an in- 
crease of forty-nine per cent com- 
pared with April and a decrease 
of eighteen per cent compared 
with May, 1932, according to a 
Dominion Bureau of Statistics 
report. 

The total number of vehicles 
financed was 7,432 in May, 5,544 
in April, and 9,615 in May, 1932, 
amounting to $3,093,469 in May, 
$2,064,764 in April and $3,787,512 
in May, 1932. 


Trades Division Formed 
Middletown, Conn., July 7. 
The Automobile Dealers’ Division 
of the Middletown Chamber of 
Commerce will now take in re- 
pair companies and other allied 
interests. Its name has been 
changed to Middlesex County 
Automotive Trades Division. Ej- 

nar Jackson is chairman. 


CONTROL? 


Briefly, Inertia Control is a patented Delco development that automati- 


cally releases the shock absorbers when they are not needed to control 


rebound. On pavement or normally smooth roads, car springs are 


free to “ripple,” providing a soft, buoyant ride; but when the car body 


than others, the alley garage, of | 


course, but the dealer who 


gives the best service and who 
fights for the service volume will 
be the one who profits most. 


* * * 


THE OTHER DAY I had a let- 
He 
is one of the best service getters | 
I know. He wears a clean white | 


ter from a service manager. 


coat. His hands are always clean 


and he stands at the door of his | 


service department greeting the 
owners as they come in. He 
hasn’t had a wrench or a screw 
driver 
Why? Well, just because he is 
the manager and not the chief 
grease hound. He inspects the 
cars that go out, checks the work 


of the men and if the work or-| 


dered by the owner hasn’t been 
done as it should be, the car goes 
back. He insists that every me- 
chanic shall do the work as care- 
fully as if he was doing the work 
on his own car. But the main 
point about this service manager 


is the fact that he runs the shop. | 


is | 
equipped for giving service and | 


in his hand for years. | 


is more violently disturbed by some road irregularity Inertia Control 


immediately restores the shock absorbers to their normal function. 


Only those motor cars equipped with Delco-Lovejoy shock absorbers 


can offer their owners this desirable advance in riding comfort, for 


Inertia Control is an exclusive Delco patent. It is available with single- 


acting or duodraulic Delco-Lovejoys, with or without Ride Control. 


DELCO PRODUCTS CORPORATION, DAYTON, OHIO 





HYDRAULIC SHOCK ABSORBERS. 


















Merit Men 


He Has Won Success 
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“Talk the Customer’s Language” Purser’s Creed 
Leader of Cadillac’s 


Tells How 





By D. M. 


Purser. 


country. 


Last year 
(Purser to you Brooklynites) sold 
$132,000 worth of new automobiles 
for the Cadillac branch in Brook- 
lyn. The gross amount of his 
business ran to _ considerably 
higher figures but Purser does 
not count the used car allow- 
ances as part of his volume. 

As the result of his 1932 work, 


Purser is high man in the Merit | 


Club established by Cadillac Mo- 
tor Car Co. for its star retail 
salesmen. The club is being feted 
at the Chicago Century of Pro- 
gress exposition July 9-11, with 
about 125 members taking part. 
Now Ahead of 1932 

This year Purser’s sales volume 

is running well ahead of a year 


ago. Why? Well, he’s a keen 
analyst. Here’s the reason he 
gives: 


“Most people who buy cars in 
the quality field are high class 
business men. They are familiar 
with the course of business, with 
trends, market factors and all 
that. They think the prices of 
all things are going up. They 
know prices are going up in their 
own business and they find them 
going up in most things they buy. 
Automobiles can be no exception. 
They expect car prices to go up 
and want to anticipate them. 
Hardly any encouragement is 
neéded tc promote this thought.” 

Did he think the advance in 
stock market prices was helping 
him? Probably, but not to an ex- 
tent some might figure. Because 
so many people lost money in 
stocks in the last few years, Pur- 
ser finds it a subject advisable to 
stay away from. Business, too. 


Asking a man how business was | 


might open up an easy avenue of 
escape from an immediate pur- 
chase. 
assumption that business was 
good or going to be good enough 
to buy a car soon. 

The principal thing for sales- 
men to remember now is that 
buyers are much more efficient 
than they were several years ago, 
Purser holds. The stress of the 
business situation since 1929 has 
necessitated that everyone be 
more efficient. The less efficient 
have been weeded out. 


about their own businesses and 


all the factors that influence it. | 
To sell them automobiles, sales- | 


men also must be more efficient 


and have a good general knowl- son Che 


edge of the things in the buyers’ 
minds. They must be able to talk | 
the customer’s language. 


The Opening Counts 


More than ever salesmen must | 
The efficiency | 
of the times has made the first, 


study approaches. 


few minutes with the customer a| 
period of vital importance. He) 
has to gain an interest then that | 


will make or lose a potential sale. | 
If he makes the right personal | 
impression he can then introduce | 


his car with every likelihood of 
laying the groundwork for a sale, | 


Alfred H. Purser— 


Better to proceed on the) 


Those | 
who have survived know more! 


McDONALD 


His name is Alfred H., but most people in Brooklyn— 
when they think of automobiles—think of him merely as 
And because of his development of this linkage 
of thought Purser is just about the top salesman in the | 


ciation with Cadillac, that 
other car can give so much satis- 
faction. He is so certain of this 
that he finds himself unable to 


think of selling another make of | 


car honestly. 
High Pressure Is Out 
As Purser sees it, these 
things — selling Cadillacs 


go together. 


the opinion that high pressure 


salesmanship has no place in the| 


automobile business. It doesn't 
fit in with not having any dirt to 
clean up. As an instance of how 
he works, he told of selling a man 
a certain model that was to be 
delivered by a certain date in 
either dark blue or green. When 
the time came it was found im- 
possible to deliver anything but a 
black car. Purser went back to 
the customer, told him the situa- 
tion and offered him his deposit 
check back. The buyer took the 
black car. Would he be a satis- 
fied customer? “I have been sell- 
ing him for thirteen years,” 
Purser said. 

In the making of satisfied cus- 
tomers, Purser guides himself by 
two “don’ts.” These are: “Don’t 
ever be afraid to look a customer 
in the eye after you sell him,” 
and, “Don’t lie.” 

Long ago Purser determined the 
way to satisfied customers was to 
promise only what you could ful- 
fill as to yourself, your company, 
and your car. 
time in life when cold canvasses, 
either by phone or doorbell, should 
be unnecessary and he set out to 
build a clientele. He realized that 
everyone had someone he turned 
to when he wished information on 
particular subjects. People had 
legal, insurance, and real estate 
advisors and consultants, Purser 
set out to be their automotive 
advisor. When anything automo- 
tive came up, he wanted people 
saying, “ask Purser.” They 
learned to do it in increasing 
numbers every year and today he 
is an authority. 

Where a customer’s car is con- 
cerned he makes it his duty to 
see that it is always right. He 
spends part of his time every day 
in the shop talking to the me- 
chanics, and knows them all by 
name. When his customers’ cars 
are in the shop he sees to it per- 
sonally that they go out right and 


Keeping posted on the custom- 
| er’s car, both in the shop and out, 


| means keeping posted with the 


customer. Purser knows when a 
man gets around to buying a new 
car before most others, he knows 
also when the customer’s friends 
get to thinking of a new car. He 
| rarely misses out on a sale he 
knows about, and he makes it a 
point to know about them. 
No Worry Over Trade-Ins 

Acceptance of cars in trade has 
no worries for Purser. It is 
simply a part of the business call- 


If he misses out on the personal | ing for skillful management. The 
impression, the chances of intro-| trade-in car has a definite market 


ducing the car 
greatly reduced. 

Going back over a period of 
twenty-five years in the automo- 
bile business, all of it in Brooklyn 


favorably are 


or the Long Island territory, and | 


all in the quality price field, Pur- 
ser has adapted his sales tech- 
nique so that it eliminates every- 
thing interfering with customer 
good will. As he tells it, “he never 
has any dirt to clean up.” 


Fur- | 
thermore, he has brought himself | 





| value and it is the salesman’s or 
| the management's fault if not ac- 


cepted on that basis. It resolves 
itself mainly into whether the 
buyer or the salesman is more 
efficient, he finds. 

Because of his long service and 
successful record, Purser works 
pretty much on his own. He is 
given the freedom of the branch 
to work out and employ his own 
methods. Of these he has a 
private little bag full which he is 


to believe, through his long asso- | 
no | 


two} 
and| 
never having any dirt to clean up| 
He distinctly is of | 





He visualized a; 








Alfred H. Purser 


constantly overhauling and bring- 


ing up to date. He uses every- 


thing the branch has to help and} 
He | 
is quick to praise the assistance | 


then adds a few of his own. 


given him by H. H. Donaldson, 
general manager, and C. J. Max- 
son, sales manager, and _ says 
much of his success is due to} 
their aid. He doesn’t like the] 


word co-operation and would sub- 
prac- 
Harmony is} 
suc- | 
his officers | 


stitute harmony for it on 
tically all occasions. 
essential for a salesman’s 
cess, not only with 
but with his fellows. 

“When the other fellows 
pulling for you 
We've of that 


got plenty 


reducing the 
four to three 
by the Senate. 






Detroit, July 7. 
Ketcham, compiler of trends for 
the Automobile Color Index, has 





received reports of the first 
“elegance” competition, recently 
held in the Champs Elysees, 
Paris, where 135 
cars were on dress parade. 
feminine owners, dressed so that 
costume and car would present 
as stunning and harmonious a 
unit as _ possible, drove 
entries. 


the most effective 


a slight favorite. Of greatest 
interest, however, is the fact that 


formerly little used grays and | 
yellows were next to black in| 


order of prominence, blue hav-| 
ing been relegated to fourth place 
for the first time. 
Follow Feminine Styles 
The prominence of gray as a 


custom-car color favorite at this | 


contest can be readily understood | 
—on the basis that it is now most | 
favored by Parisian style arbi- 
ters. The majority of grays dis- 


played on these cars were not) 


of the dark, lifeless variety, but 
light. Gay grays similar in char- 
acter to the high-value neutrals 
sponsored originally by Patou 
were on quite a few of these ex- 
hibition cars. 

The appearance of high-value 
yellows in such diversified pro- 
fusion, as car colors at this 
contest, was unexpected. Almost 
the whole gamut of values and 
chromas of the yellow hue were 
in evidence. There were high- 
value weak chromas (ivories), 
bright pure yellow nuances and 
low-value weak chroma 








| They 


are 
and glad when 
you make a sale, that’s harmony. 
in 


Brooklyn,” Purser said. 
Believ eltor N ot 
Columbus, Ohio, July 7.—A bill 


gasoline tax from 
cents was passed 





Gray and Yellow F avored 
In Paris Motor Styles 


Howard 


custom-made | 
The | 


their | 
Prizes were awarded for | 
ensembles. | 

A census of the car colors dis- | 
played as reported to Ketcham | 
in the July Index shows black | 


|}upon the 
| French capitol as it is nere. 





(drab) | 


Cadillac to Entertain 


Merit Men 


Detroit, July 7.—Cadillac Merit 
Men, an honorary organization of 
Cadillac-LaSalle salesmen who 
have achieved distinguished suc- 
cess in salesmanship, will meet in 
the Edgewater Beach Hotel, Chi- 
cago, for the second annual con- 
vention July 9-11. 


This meeting, which is a re- 
ward for work well done, is being 
held in Chicago this year because 
of the Century of Progress Ex- 
position. 

The group that will convene in 
Chicago had an aggregate retail 
volume sale during 1932 amount- 
ing to $6,688,300. 


L. P. Fisher, president, 


More Franklin Dealers 
Chicago, July 7.—Appointment 
of three dealers in the Chicago 
district is made known by J. Ed- 
ward Mahoney, wholesale man- 
ager of Franklin Illinois Co., Inc. 
are the Edgewater Beach 
Inc., 6111 Broadway, 
John P. Bondurant; 


Motor Sales, 
headed by 


the Franklin Waukegan Co., 847 
yenesee St., owned by Robert 
Edwards, and C. M. Hanson, 


10545 S. Michigan Ave., Roseland. 


Brady Wins Promotion 

Chicago, July 7.—H. K. Bragle, 
Chicago zone manager of Chev- 
rolet Motor Co., announces the 
appointment of B. J. Brady as 
Chicago city sales manager. 
Brady has served Chevrolet in 
various capacities. His work in 


the business management depart- | 


ment, states Bragle, convinced 


dealers of his 


them and had much to do with| 
his promotion. 








variations. The ivory type of 
yellow predominated. 

Dark and middle-value purple 
blues were not in evidence. The 
most prominent blues were simi- 
lar to the current blue of French 
fashion importance called “blue 
canard” (duck blue). 

Maroons were mostly of the 
full-hue strength variety. There 
was but one car finished in a} 
bluish hue of maroon. 

Browns of the reddish variety, 
weak in chromas, were much | 
used for accent purposes upon) 
fender, wheel and moulding) 
areas. Particularly where body | 
areas were finished in variations | 
of yellow. Strikingly few ar- 
rangements of strong color con- | 
trasts appeared upon this year’s | 
entries. Overall treatment in a 
single color is as predominant | 
smart cars 


of the} 


Color for Top Fabrics 
Fabric tops on the sport type | 


low or neutral. Top materials | 
matching maroon, blue or green | 
body colors were observed. 
Chromium plated decorations | 
(belts and stripes) were numer- 
ous. Chromium plated bumpers | 
were 


The great majority of cars were 


fitted with disc wheels finished | 


in the body color and accented | 
with wide bands of a contrast-| 


ing hue. 
Upholstery selections were) 
mostly plain broadcloth. 


Some | 
leather was used. Piping in con- 
trasting colors proved a more 

prominent upholstery feature| 
than usual. 





and | 


ability to assist | 


| for 


| one 
| Schnetzky, 


cars displayed were in light or | '28; 


medium-values of yellow, red-yel- | 


in several instances em-| 
bellished with gay colored stripes. 


Next Fall 


J. C. Chick, general sales man- 
ager of Cadillac, will address the 
men at breakfast Monday morn- 
ing, when the new officers, who 
gain these positions automatic- 
ally on volume of sales, will be 
inducted into office. The men 
who have gained these honors 
are: 

President, A. H. Purser, Brook- 
lyn; first vice-president, H. F. 
Gluck, White Plains, N. Y.; sec- 
ond vice-president, E. D. Boehn, 
New York; treasurer, S. B. Cross- 
man, Great Neck, Long Island; 
Western Division Secretary, E. A. 
Lyman, Chicago; Eastern Divis- 
ional Secretary, H. G. McDonell, 
Brooklyn. 





Su pply Plants 


Sharing Gains 


Milwaukee, Wis., 
creased automobile production 
has brought greater activity to 
Wisc onsin manufacturers of 
automotive accessories parts. 
Briggs & Stratton, Milwaukee, 
making accessories and small 
motors, is working five days a 
week, nine hours a day. From 
a low of 300 on the payroll a year 
ago, this company now has 558 
at work. 

The Fulton Co., West Allis, on 
a contract to supply glass wings 
for a large car manufacturer, has 
so much work on hand that some 
of the parts are being manufac- 
tured in other plants. Business 
for the first four months was 
30 per cent ahead of the same 
period last year. 

With $75,000 in orders on hand 
motors for the Cleveland 
Tractor Co., the Wisconsin Motor 
Co., Milwaukee, is adding 75 men 
to its payrolls, now totaling about 
hundred workers. H. W. 
president, announces 
are being increased 


July 7.—In- 


that hours 


| and that additional orders are in 


the making. 
Orders are being received, set- 


| ting a new record for numbers if 


not for volume, for Waukesha 
Motors, Waukesha, according to 
Harry Horning, president. 


Gas Up Half a Cent 


In Chicago Region 
Chicago, July 7.—With Stand- 
ard Oil Co. of Indiana inaugurat- 
ing the movement and other 
companies following, retail gaso- 


| line prices in Chicago have been 


increased a half cent a gallon 
for all brands. The regular grade 
now retails at 15.1 compared with 
the low mark of 12.6 before the 
first of the series of price ad- 
vances several months ago. 


Tire Men Visit Fair 
Chicago, July 7.—Firestone em- 
ployes from the factory de- 


| scended upon Chicago for a two- 


day visit to the World’s Fair. 
Their special objective was an 
inspection of the Firestone Build- 
featuring the manufacture 
of tires and a view of the ingen- 
ious night lighting scheme where- 
| by colors and musical tones are 
| synchronized as they play upon 
a pool in the courtway of the 
building. 


A Job for Life 
Louisville, July 7.—George 
Holmes, former secretary of the 
Louisville Automobile Dealers 
Association, and later with Buick, 
Graham and Ford, has left the 


| automobile industry, to take up 


tax reform work. Leading busi- 
ness men have employed Mr. 
Holmes as secretary-manager of 
an organization working to get 
the waste and extravagance out 
of Government. 














By 


MEL ADAMS 


Chicago, July 7—Automotive exhibitors at the Coates 
of Progress exposition are dipping into the realm of show- | 
manship, and their efforts are quite as effective as their | 


exhibits are enticing. 


A dramatic ten-strike, 
stance, has been scored by Nash. 
Taking advantage of Wisconsin 
Day at the world’s fair, and the 
fact that Nash Motors Co. is the 
Badger state’s largest industry, 
it staged a great parade. 


And what a parade it was! 
Forming at Beloit, Wis., as the 
converging point for the entire 
state, the procession under troop- 
er and police escort swept into 
Illinois, ending up on the fair 
grounds, the first parade within 
the gates of the fair. 

Notables headed by Gov. Albert 
G. Schmedeman, of Wisconsin, 
and Glen Frank, president of the 
state university, comprised the 
official party, riding in six open 
Nash cars to such points of in- 
terest as the Nash tower of glass, 
where sixteen models revolve con- 
stantly in the nine-story building; 
the Wisconsin exhibit in the Hall 
of States, and Hollywood, where 
they were greeted by Frederick 
March, the movie star, and Miss 
Lillian Anderson, queen of the 
fair, both of them Wisconsinites. 

The Wisconsin. state color 
guard and aé_ée detachment of 
United States cavalry and _ its 
band figured in the proceedings. 

From General Motors head- 
quarters emanated a 
type of showmanship, 
upon adeptly. It centered about 
the fact that an eight-year-old 
school girl, the daughter of a part 
time janitor with a large family, 
had won the first Chevrolet car 
off the assembly line at the Gen- 
eral Motors building. The pre- 
sentation was made in fitting 
manner by President William S. 
Knudsen, of Chevrolet. 

Midgets in Race 

Chrysler headquarters have 
likewise been quite active along 
lines of showmanship. Outstand- 
ing among the feats arranged was 
a race in miniature motor cars 
driven by residents of the Midget 
Village at the fair. 

The scene of the race was the 
quarter-mile Chrysler motor- 
drome, where Barney Oldfield’s 
student drivers are quite busy 
daily giving demonstration rides 
as a prospect-building stunt. 

Previous dispatches related the 
variety and magnitude of partici- 
pation by automotive manufac- 


Lists Chicago 
Truck Prospects 











Chicago, July 5.—Sales Service, 
Inc., 336 Wrigley Building, has 
issued something unique in the 
way of a book that is a list of 
the true prospects in the Chicago 
district for use of truck salesmen. 
There are 5,000 names in the 
book. 

The commercial car user list- 
ings appear to be very complete. 
They give the name of the pros- 
pect, his business address, his 
telephone number, the _ buyers 
name and a listing of all the 
trucks in the fleet at the time of 
compiling. 

A great deal of time is wasted 
by truck salesmen in developing 
their prospect list. Many times 
too, the salesman finds, after 
weeks spent upon a prospect that 
he has been calling upon the 
wrong man in the buyer’s place 
of business and while he was 
working upon this man the well 
informed salesman has gotten to 
the right man and walked away 
with the order. 

This volume is declared to be 
a step in the right direction. 
Truck dealers know the value of 
keeping their sales force working 
upon live prospects and any serv- 
ice, such as this, which cuts down 
“dead” time is welcomed, it is 
said, if the cost of such a service 
is within reason. 


different | 
capitalized | 


for in-O— 


turers in making world’s fair 
visitors motor car conscious. 
However, it seems that new vistas 
are always opening up, and they 
are all acts of clever showman- 
ship. 
Motors in Pageant 

instance, in “Wings of a 
Century”, in the area including 
the General Motors, Chrysler, 
Nash, and the Travel and Trans- 
portation buildings, the story of 


For 
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Motors Showmanship Goes 


Big In Fair at a 


| from left to right, Dick Knox, pilot; George P. 


motor vehicle development is 
dramatically presented. 
“Wings of a Century” is highly | 


regarded by newspaper writers 
as one of the most worth-while 
reasons for attending the fair. It 
is a brilliant pageant, with nearly 
one hundred performers, depict- 
ing the romance of America with 
particular regard to the develop- 
ment of transportation. 


The latter day scenes feature 
the motor car, starting with the 
appearance of the first horseless 
carriage in Chicago during the 
1893 world’s fair and continuing 
to the 1933 models as exemplified 
by a Pontiac, an Auburn, and an 
International truck, not forget- 
ting a plane and motorcycles. 


Nor would this story of show- 
manship stressing the motorized 
age at the fair be complete with- 
out mention of the great fleet of 
General Motors open air buses 
that transport visitors about the 
grounds; the city buses and taxi- 
cabs that come closer to the main 
gates at Roosevelt Road than any 
other means of transportation; 
the newly established narrow 
gauge railroad in Grant Park 
from Monroe street to the north 
gates of the fair; and the permit 








tor transport is in evidence—in 
of the exposition, and along all 
highways of approach to this 


Century of Progress fete. 


Trade Upturn 
Aids Parts Firms 


Chicago, July 7.—Benefits from | 
the upturn in motor car and| 
truck sales are expected to be 
experienced by parts and acces- 


ments are issued, 
second quarter. 


Predictions to that effect are of 
special interest here, since four 
leading concerns, Bendix, 
Stewart-Warner, Pines and Borg- 
Warner, have their executive 
headquarters in Chicago. | 


Estimates on Bendix and Borg- 


covering the 








Warner have just been forth- 
coming. They run parallel and} 
are to the effect that second 
quarter operations will be at a 
profit. Sales are expected to 
show a great improvement over 
both the first quarter of this year 
and the second  three-months 
period of 1932. 


Hupp Adds Detroit Dealer | 


Detroit, July 6.—The appoint- | 
ment of Riley Motor Sales as 
Hupmobile dealer on the East 
Side, with sales and service head- 
quarters at 6430 East Jefferson 
avenue, has been announced by | 
George E. Clarke, general man- | 
ager of Hupmobile Michigan | 
Sales Corp., the factory wholesale | 
branch. Joseph J. Riley, who} 
heads the new organization, was | 
formerly manager of the Hupp 
factory branch on East Jefferson | 
avenue until he purchased the| 
business and became a dealer. 


just issued to operate public buses | 


over the outer drive of the south | 
side to all gates of the exposition. | 


Wherever one turns, wherever | 


one looks, the dominance of mo- |} 


the tair buildings, on the streets | 











Joe McDuffee, general manager of Prest-Q-Lite, has returned to 
Indianapolis from the Pacific Coast, the second trip he has made in 
the past six weeks. McDuffee always travels in the company’s air- | 
plane and on this last trip he held meetings in every major Pacific | 
Coast city in one week’s time. The accompanying picture shows, | 
Murray, Prest-O- | 


Lite’s Pacific Coast sales manager, and McDuffee himself. 





Only Worm 


offers these outstanding 


sories manufacturers when of-| 
ficial earnings and sales state- 


® Lower center of car weight without de- 
creased headroom submerged in oil 
© Years of experi 


® Lowering of car enhances beauty, decreases , 
++. On racing ca 


wind resistance 


3 Makes Are Up 


and 4,236 in April. 


rolet, Ford, 
are responsible for 3,750 cars, or 
just more than seventy per cent 
of the total. 


May, 
total 14,974, compared with 18,172 
|} a year ago, 
cent. 


© Better lubrication... 









In Canada Total 


Montreal, July 7 —Sales of new 
automobiles in eastern Canada in 
May dropped twenty per cent 
from May, 1932, and were under 
those of April. Figures compiled 
by Might’s Directories, show 
total sales in the five eastern 
provinces numbered 5,319, com- 
pared with 6,618 in May, 1932, 
Of the May, 
1933, sales the four leaders, Chev- 
Dodge and Plymouth, 


Compared with a year ago, 


Dodge, Oldsmobile and Frontenac 
are 
creased sales. 
nearly three times the May, 1932, 
figure. 


makes to show in- 
Dodge sales are 


the only 


For five months to the end of 
sales in eastern Canada 


a decline of 17.6 per 


Drive 


advantages 


gear tooth contact 


ence on costly European cars 
rs ...on fast coaches 


© Extremely quiet in operation ... smooth, 


® Provides greater safety at high speeds, sliding, golden si 
around turns, over rough roads F 


© Reduces sidesway and “toppiness” of over 500,000 


© Wears in instead of wearing out. 


lence 
.. records 
miles not uncommon. 
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E COMPANY 


MICHIGAN 


with the improved feeling. In the 
first half of June this year 324 
new cars passed into the hands 
of owners; a year ago, the total 
was only 208. Truck sales like- 
wise have shown gains—June 
1-15, 1933, 32; June 1-15, 1932, 22. 

These figures are all for King 
county, from the records com- 
piled by the Motor List Co. 

Chevrolet, Ford and Plymouth 
are leaders by safe margins, with 
Dodge, Essex and Pontiac fol- 
lowing. 

August Johnson, of Transport 
Corp., which recently took on the 
Hudson-Essex lines for the state, 
has shown some real life with a 


group of new salesmen on the} 


staff. Results have been obtained 
for Essex, which moved from 
ninth place in May to fifth place 
for June. A year ago, for the 
corresponding June period Essex 
was fourteenth in the ladder of 
sales. 

Used car sales this June have 
shown considerable falling off, 
compared to a year ago, as these 
figures prove—June 1-15, 1932, 
522; June 1-15, 1933, 321. 


Texas Dealer Group 
Re-elect Officers 


Austin, Texas, July 5.—The 
Texas Automobile Dealers’ As- 
sociation held a two-day conven- 
tion here. G. K. Marshall, 
Galveston, was re-elected presi- 
dent; W. A. Williamson, of San 
Antonio, was re-elected  vice- 
president; G. P. Kuykendall, Lub- 
bock, second vice-president. 

The convention empowered a 


committee to draft a code of 


ethics for its members in accord- 
ance with the industrial recovery 
act. President Marshall ap- 
pointed on the committee the 
following: Ellis Boyd, Fort Worth, 
chairman; William Morris, Dal- 
las; G. D. Fox, Wichita Falls; 
H. D. Sleeter, Houstan, and J. F. 
Hagan, San Antonio. 


U. S. Spring Expands 

Los Angeles, July 7. The 
United States Spring & Bumper 
Co. has completed improvements 
at its Vernon factory and Los 
Angeles street service depot, 
amounting to $50,000. The com- 
pany expects to add one hundred 
or more to its payroll. The com- 
pany has added a new farm tool 
division, and is planning national 
distribution. 


Sales Follow Boom 


Jamestown, N. Y., July 7.—Re- 
turn of the wood and metal 
furniture industries to more nor- 
mal operating rates has reflected 
favorably in sales of automobiles 
in the three counties comprising 
the southwestern corner of the 
state. Sales have been greater 
during June than the total for 
any month since April, 1930. 


Palmer on Vacation 


East Haddam, Conn., July 7.— 
Walter T. Palmer, who resigned 
recently from an executive sales 
post with the Russell Manufac- 
turing Co., is vacationing at his 
home here, following which he 
will be prepared to resume sales 
activity. He directed sales of 
original equipment to motor car 
manufacturers in the past year. 


Goodrich Employment 

Akron, July 5.—An increase of 
thirty per cent in factory enroll- 
ment in the Akron, Ohio, factories 
of the B. F. Goodrich Co. on June 
thirtieth over the number em- 
ployed same month last year is 
announced by J. D. Tew, presi- 
dent. 


of | 
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Ex-Franklin Men Plan 
Seattle June New Car Sales ‘Air-Cooled Engine 


Show 50% Gain Over 1932 


Seattle, July 7.—There is a note of sound optimism in 
dealer circles, with wheat quoted at $1, logging and lum- 
bering showing gains, and with scenery, hunting, and fish- 
ing bringing touring to the front. 


New car sales are keeping pace™} 


Chicago Becoming 
Driveaway Center 


Chicago, July 7.—Within the 
past few weeks Chicago has as- 
sumed a new role, that of the 
focal point for driveaways to 
cities and towns throughout the 
middle west. 

The system is to have cars 
shipped from the factories and 
to gather dealers here for their 
motorcades. 


Dodge started the idea, which 
today was taken up by Graham- 
Paige through the staging of 


| what has been designated as the 


Century of Progress driveaway. 
The function was rather an ela- 
borate one, starting at head- 
quarters of the Bird-Sykes Co., 
Chicago Graham distributors. 

The morning was occupied with 
a bus tour around the fair 
grounds, after which came a 
luncheon for the dealers at the 
Old Heidelberg rathskeller, a visit 
of various exhibits and then +le- 
parture in new Grahams to the 
number of about 200. 

Robert C. Graham, vice-presi- 
dent of the Graham-Paige Mo- 
tors Corp., addressed the Jeaiers 
and told the story of the upward 
climb in sales month by month 
until now, placing the company 
on a profit-making basis. 

Several days ago L. D. Cosart, 
regional manager of Dodge 
Brothers, engineered the second 
driveaway of the company’s deal- 
ers since a water shipment of 
500 Dodge cars arrived in Chicago 
for distribution throughout the 
central west and other points. 


Plymouth expansion recently called for extra eff 
Here we see Treasurer B. E. Hutchin- 


everyone in the organization. 





Syracuse, July 6.—A new direct 
air-cooled engine, especially de- 
signed for trucks, compressors, 
and general industrial use, has 
been undergoing exhaustive tests 
for some time. Plans have been 
completed for the formation of 
a new company to manufacture 
and distribute this product and 
the engines will be produced in 
quantity in the near future it 
is claimed. Designs of other air- 
cooled engines are progressing 
which will cover the entire auto- 
motive field. 

The preliminary work is being 
executed by a partnership known 
as Doman & Marks, automotive 
engineers, 101 Court Street, Syra- 
cuse, N. Y. C. T. Doman and E. 
S. Marks are both well known in 
the industry. They were formerly 
research engineer and chief en- 
gineer respectively of the Frank- 
lin Automobile Company. 


Paul Austin Joins 
Advertising Agency 
Toledo, Ohio, July 7.—Paul W. 
Austin, for six years advertising 
manager of the Defiance Spark 
Plugs, Inc., has resigned to join 
the Charles F. Dowd, Inc., Toledo 
advertising agency. He was as- 
sociated with the Dowd agency 
for several years before joining 
the spark plug company. The 
Dowd agency handles the De- 
fiance account. 


Kingham Co. Grows 

Louisville, Ky., July 7.—C. H. 
Kingham, president, Kingham 
Trailer Co., has announced plans 
for erection of a new plant at 
Fifteenth and Hill streets. The 
new plant will be of concrete an 
steel, costing $75,000, and will 
provide 80,000 square feet of floor 
space, double the present ca- 
pacity. The Kingham Co. was 
formed in 1927, and has grown 
steadily. For six months the 
plant has been on a twenty-four- 
hour basis. 


on the part of 


son at throttle, General Sales Manager Harry G. Moock and Adver- 
tising Manager James B. Wagstaff (right) breaking ground for the 








Mass. Industry 


Running Strong THE STINSON 
“RELIANT 


Springfield, Mass., July 7.—In- 
dustries are continuing a strong 
forward movement with no re- 
ports of curtailment at the larger 
plants. At the Westinghouse 
Electric and Manufacturing Co., 
where June rivaled old-time pros- 
perity records, production was 
holding up in response'to a con- 
tinuance of good sales. 


Fisk Rubber Co., Chicopee Falls, | 


has increased its production to 
12,000 tires daily, and has suffi- 
cient orders to maintain this rate 
through July, Edward D. Levy, 
president, said. The payroll is 
now running more than three 
times as large as in April. In 
addition to car and truck tires, 
there has been a good pick-up in 
bicycle tire sales. 

At the United American Bosch 
Co., June operations showed a 
marked improvement over May 
and it is anticipated that July 
will show further gains. Perkins 
Machine and Gear Co. has showed 
a twenty per cent increase in 
June over May. Van Norman 
Machine Tool Co. reports that the 
sale of automotive equipment is 
holding up well and some sales 
of machine tools are being made. 
The Springfield Foundry Co. 
which stepped up vigorously in 
production of castings a few 
weeks ago, is operating on a still 
better basis. 


Timken Boosts Pay 


Canton, July 6.—-A general labor 
wage increase of eleven per cent, 
effective July 1, in all depart- 
ments has been announced by the 
Timken Roller Bearing Co. The 
announcement also said that the 
employment in the company’s 
plant has increased from 1700 in 
March to approximately 4000 at 
the present time. 


Anti-Diversion Victory 

Los Angeles, July 6.—Golden 
State motorists won an outstand- 
ing and significant victory in the 
recent California State election 
through their overwhelming 2% 
to 1 defeat of the proposition to 
take from their gasoline tax fund 
some seventeen million dollars 
annually both in 1933 and 1935 
and transfer it to the state gen- 
eral fund. 


Cerrection 


In the tabulation of new com- 
mercial car’ registrations for 
April, 1932, which appeared in the 
June 24 issue of Automotive Daily 
News there was an error in line 
totals which threw the table 
off balance. The total of com- 
mercial car sales in April, 1932, 
was 17,777 units instead of 21,642 
as shown in the table. In the 
state of Maryland the G.M.C. 
total was shown as five units 
whereas this line registered 15 
units for the month in Maryland. 
The revised line totals should 
read as follows: Autocar 141; 
Brockway 106; Chevrolet 7058; 
Diamond T 238; Dodge 958; 
Federal 149; Ford 4466; GMC 812; 
Indiana 52; International 1784; 
LaFrance-Republic 26; Mack 197; 
Pierce-Arrow 5; Reo 356; Ster- 
ling 24; Stewart 118; Studebaker 
301; White 452; Willys-Overland 
137; Miscellaneous 397; Total 
17,777. 

A similar error occurred in the 
April, 1933, table in which the 
correct line totals should read: 
Austin 88; Autocar 74; Brockway 
97; Chevrolet 7,299; Diamond T 
361; Dodge 872; Federal 103; Ford 
4556; G.M.C. 643; Indianna 120; 
International 2021; La France- 
Republic 2; Mack 135; Pierce- 
Arrow 3; Reo 216; Rockne 62; 
Sterling 12; Stewart 180; Stude- 
baker 81; White 39; Willys-Over- 
land 309; Total 17,313. 











These new totals also make a | 


revision in the four months totals 
as shown in the table which 
should not read 48,662 for the first 
four months of 1933 against 
63,825 for the first four months 


|}new Plymouth driveaway field opposite the factory at Lynch Road. | of 1932. 
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STAMINA 
PERFORMANCE 


UTOMOBILE Sales Execu- 

tives will find the Stinson 
“Reliant” an ideal plane for 
covering wider territories in 
much less time. 

Every graceful, glistening line 
places the Stinson “Reliant” in 
the championship class. Beneath 
its sleek, streamlined curves are 
sinews of steel stronger than 
Government safety factors re- 
quire. Feel the nine cylinder 
smoothness of its powerful 215- 
horse power Lycoming motor 
which has been proven more re- 
liable than any engine of its 
class in millions of miles of air- 
line operation. 


Fly the “Reliant,” day after 
day, cross-country, at less cost 
than in any other four-passenger 
cabin plane because it is rug- 
gedly built by manufacturers 
whose tri- motored transport 
planes fly more than 15,000,000 
miles each year on airlines. 

Sink into the deeply cush- 
ioned seats in its correctly ap- 
pointed, man-sized cabin, where 
comfort has not been sacrificed 
to save weight. 

Buy the “Reliant” because it 


|is worth more but sells for less. 
| If you do not fly, employ a com- 


petent pilot from among the 
hundreds of experienced flyers 
now available and learn to fly 
your own plane economically as 
you travel for business or 
pleasure. 


4-PASSENGER 
CABIN PLANE 


215 H. P. Lycoming Motor 


SID 


COMPLETE 
(At WAYNE, MICHIGAN) 


Write today for STINSON PLANE 
TALK, the Stinson magazine, which 
fully describes the Stinson “Reliant.’’ 
Your copy will be mailed free, 
postpaid. 


SON’ 


The Abreratt Standard 
of thé World 


STINSON 


AIRCRAFT 


CORPORATION 
WAYNE, MICHIGAN 


Division of Cord Corporation 
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Committee Named|Michigan Celebrates 


For Joint Trade 
Show October 30 


(Continued from Page 1) 


tend the show, to combine the 
business trip with a visit to the 
great Century of Progress, or 
World’s Fair, which is scheduled 
to continue through October 31. 

All details in connection with 
the operation of the show will be 
left in the hands of an operating 
committee to be made up of 
three manufacturers each from 
the membership of the M.E.M.A. 
and N.S.P.A., and of two jobbers 
each from the membership of the 
M.E.W.A. and N.S.P.A. 





The appointees from the 
N.S.P.A. are: Manufacturers— 
D. W. Rodger, Federal-Mogul 
Corp.; B. Patterson, Thompson 


Products, Inec.; L. F. Hunderup, 
Van Norman Machine Tool Co.; 
Jobbers—R. H. Bachman, Bee, 
Incorporated; C. <A. Schroth, 
Shriber-Schroth Co. 

Those appointed by the 
M.E.M.A. are: M. T. Rogers, 
Multibestos Co.; F. C. Bahr, Ar- 
row Head Steel Products Co.; and 
N. H. Boynton, National Electric 
Lamp Works of General Electric 
Co. 

The M.E.W.A. committeemen 
are: E. R. Seager, Pennsylvania 
Rubber & Supply Co., and R. W. 
Shreiner, General Automotive 
Supply Co. 

Recommendations for a joint 
show were developed at a con- 
ference between the presidents of 
the three co-operating associa- 
tions held in Utica, N. Y., during 
June and these recommendations 
were approved by the board of 
directors of the three associations 
at meetings held shortly there- 
after. 

Because of the greatly in- 
creased interest in the show, at- 
tributed to the fact that it will 
again be a joint affair as well as 
because of the general improve- 
ment in business conditions, it is 
expected that exhibit space will 
be restricted to manufacturers 
who are members of the sponsor- 
ing associations. It may also be 
necessary to limit the amount of 
space which will be available to 
exhibiting manufacturers. 

Complete details, including floor 
plans, applications for space res- 
ervations, and other necessary in- 
formation, will be issued to all 
members soon after the joint 
operating committee has met. 


Hupp’s J une 
Continues Up 


Detroit, July 7.—Hupp’s June 
shipments showed an increase of 
nineteen per cent over June last 
year, continuing the upward 
trend that brought a twenty per 
cent gain in May over the same 
month of 1932, according to Rufus 
S. Cole. 

“Actual deliveries by dealers in 
June showed a gain over the 
previous month,” said Cole, “and 
set a new high monthly total for 
the last twelve months. Inci- 
dentally, the stock of cars on 
dealers’ floors was reduced thirty- 
five per cent below last year. 

“Export shipments are keeping 
pace with the increased domestic 
business. Our June overseas 
shipments were twenty-six per 
cent over the same month last 
year, and the total exports for the 
first six months of 1933 are fifteen 
per cent ahead of the same period 
last year.” 


Steve Bryce Engaged 

New York, July 7.—Mr. and 
Mrs. Victor L. King, of Markham 
Place, Little Silver, New Jersey, 
recently announced at their fam- 
ily home in South Windsor, Conn., 
the engagement of their daugh- 
ter, Miss Jacqueline Wheelock 
King, to Stephen Dudley Bryce, 
Jr., of Riverdale-on-Hudson, New 
York. The wedding will take 
place in November. Mr. Bryce is 
secretary of the Advertising Com- 
mittee of the National Auto- 
mobile Chamber of Commerce. 








Day At Exposition 

Chicago, July 7.—Michigan ex- 
hibitors at the World’s Fair, in- 
cluding General Motors, Chrysler, 
Hudson and Hupmobile, had a big 
time today, which was Michigan 
Day at the exposition. They 
played the role of hosts to thou- 
sands of visitors from the home 
state, with General Motors enter- 
taining a number of leading} 
public ofticials of Michigan. 
Nearly one thousand mid-west 
Frigidaire salesmen were also 
General Motors guests. 


All-Time High 
Set By DeSoto. 


Detroit, July 7.—Breaking all 
records for the eighth consecu- | 
tive week, sales of DeSoto and 
Plymouth cars by DeSoto dealers 
reached an all-time high during 
the week ending July 1, it was 
announced in Detroit today by | 
Byron Foy, president. 

Mr. Foy revealed the following 
significant figures today: 

Retail sales of DeSoto cars for | 
the week ending July 1 totaled 
555 units, an increase of 18.1 per 
cent over the previous week. This 
was the best week for DeSoto re- 
tail sales since June 25 of last 
year. 

Combined DeSoto - Plymouth 
sales by DeSoto dealers for this 
period totaled 3,058 units, a new) 
all-time high. This was an in- 
crease of 158.7 per cent over the | 
same week a year ago. 


W.-O. Creditors 


Approve Plan | 


(Continued from Page 1) 


the bondholders’ committee will 
not take representation on the re- 
organization committee, though 
two places had been reserved. 
The bondholders’ committee con- 
tends the plan is not sufficiently 
in the interest of the bondholders 
to warrant recommendation. In 
some quarters it was believed | 





that bondholders individually, 
particularly those not represented | 
by the bondholders’ committee, 
will subscribe to the plan. 


A great deal of study has been | 
given to the plan, W. B. Stratton, | 


| New York, chairman of the re-| 


organization committee, said 
Thursday, and while it is not 
claimed to be perfect it is “fair 
and equitable.” Mr. Stratton 
said he believed creditors and se- 
curity holders should work to- 
ward prevention of the old com- 





Chicago Steel Mills 
Going At Top Speed 
Chicago, July 7—Thirty thou- 

sand more men are now employed 
than two months ago in the 
Chicago district steel mills, ac- 
cording to an estimate made to- 
day. Operations are fifty-seven 
per cent of capacity as compared 
with the national average of fifty- 
six per cent. 

The Illinois Steel Co. is running 
at sixty per cent, with thirty-two 
open hearth furnaces working, 
eight of which were fired within 
the past week. Four of the 
twelve blast furnaces are in use 
and officials are considering add- 
ing a fifth. 


Covert Gear & Mfg. Co. 
Ordered to Liquidate 


Lockport, N. Y., July 5.—Re- 
ceivers for the Covert Gear & 


Mfg. Co. have been directed to! 





liquidate the business under an |} 
order signed by Judge Simon T.| 


Adler, in United States 


District | 





Truck and Bus 


War Starts on 
State Borders 


(Continued from Page 1) 


of not having proper registration, 
following the arrest of a New 
York truck man in Maine in 
similar charges. 

On the Connecticut-New York 
line at Port Chester, officials of 
both states have banned inter- 
state operation by taxi men of 
Port Chester and Greenwich. The 
two communities, although sepa- 
rated by the state line, are but 
five minutes’ driving time apart. 
Police are endeavoring to work 
out a co-operative arrangement 
between Greenwich and Port 
Chester cab operators. 

In addition to its drive against 
foreign passenger buses, the Con- 
necticut motor vehicle depart- 
ment is patrolling main highways 
to check buses for overloading, 
use of aisle seats, defective 





| brakes and lights 


pany’s liquidation. 





“At the same time, unfilled or- 
ders on hand with our national 
dealer organization were 218.7 per 
cent greater than the same week 
of last year,” Mr. Foy asserted. 
“The week ending July 1 also es- 
tablished a new all-time record | 
for factory shipments to our deal- 
ers, with a total of 4,108 cars. | 
This was exactly ten times the | 
number of automobiles shipped | 
to DeSoto dealers. during the | 
same period of 1932. 

“For this period used car sales 
by our dealers were the best in 
our history. Twenty-seven hun- 
dred and forty-three used cars| 
were sold by DeSoto dealers that 
week, an increase of 53.5 per cent 
over the same week of a year 
ago.” 

Mr. Foy also stated today that 
seventy-five per cent of DeSoto’s 
projected July output is already | 
sold in advance to dealers. More | 
than 3,200 unfilled orders for new | 
DeSoto cars were on hand this 
morning, he said. 


Ratio of Used Cars 
To New Declines. 


(Continued from Page 1) 
this year the percentage of used 
to new cars financed stood at 150, | 
as compared with 186 in the same | 
period last year. 

Commenting upon a 
which accompanies its 
the association says: 

“Tt will be noted that while this 
ratio is subject to abrupt varia- 
tions, with a marked seasonal | 
effect, it shows a very remarkable 
increase during the years 1929 to 
1932, inclusive. In the first four | 
months of 1933, however, it shows | 
a decided drop. 

“It seems probable that through- 
out the rest of this year and per- 
haps the next two or three years, 
the number of used cars to be 
financed will be fewer in propor- 
tion to new cars than was the 
case in 1932.” 


chart} 
figures, 


Howard A. Donahoe 


Detroit, July 3.—Howard A. 
Donahoe, for seven years associ- 
ated with the Campbell - Ewald 
advertising agency, died at his 
home in Royal Oak, Saturday, | 
after a two-month’s illness. At} 
one time Mr. Donahoe was con- 
tact on the Buick account and 
for the last two years directed 
the Oldsmobile account. At one 
time he was advertising manager 
of General Motors Truck. 














Court at Buffalo. 


STUDEBAKER 
HAS BIGGEST JUNE 
SALES SINCE 1930 


Surpasses remarkable gains 


made in April and May! 


ENSATIONAL gains in sales have 
continued to mark the progress of 
Studebaker ever since early spring. 


Just look at the record. 


Studebaker sales for April exceeded 
March by 86%! May sales surpassed 
March by 102%! 

And now come the startling June 
figures which show not only a 147% 
increase over March but a substantial 
gain over any June in Studebaker 
history since 1930! 


Public demand, after all, is the final 
proof of the worth of any automobile. 


And public demand for the new 
Automatic Studebakers and the sen- 
sational Studebaker-built Rockne 
took on new proportions immediately 
following the 500-mile Indianapolis 
Speedway race on Memorial Day. In 
that record-breaking event, 7 of the 
first 12 winners were Studebaker 
powered ... including a five-car team 
of 85% stock Studebakers which out- 
lasted 28 of America’s fastest racing 
cars and went through the entire con- 
test without a single repair! 


Studebaker engineering was never 
so superior, Studebaker manufactur- 
ing facilities were never so adequate, 
Studebaker workmanship was never 
so exacting as today when this 81- 
year-old institution quickens its pace 
of progress—with 70 millions of net 
assets and stronger public confidence 
than it has ever known! 


Studebaker dealers, operating under 
the most attractive contract in the 
industry, naturally are sharing sub- 
stantially in Studebaker’s country- 
wide sales gains. Since March 20, 
some 200 new dealers have joined the 
Studebaker family, influenced by the 
fairness of Studebaker methods and 
the earnings that Studebaker popu- 
larity assures. 


If you want genuine co-operation and 
protection against multiple dealers, 
write today for all the facts. Address 
Paul G. Hoffman (himself a successful 
Studebaker-Rockne dealer), President, 
The Studebaker Sales Corporation of 
America, South Bend, Indiana. 


BUILDER OF CHAMPIONS... PIONEER OF FREE WHEELING 
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By William Ullman 
Washington, 


ship enterprise, entirely separate 
from that embraced in the Na- 
tional Recovery Act but no less 
important. The automobile indus- 
try definitely is identified in sev- 
eral significant ways with this 
new alliance, which is that in- 


volved in the forming of a council | 


of business and industrial leaders 


to develop a permanent planned | 


economy for the United States. 


The function of the National 
Recovery Administration is to get 
the country out of its present eco- 
nomic turmoil; the object of the 


Advisory and Planning Council is | 











PUBLICIZE 


Your Product and 
Your Organization 





constantly developing NEWS— 


If this NEWS is not published—| 


You are losing money! 





It is our business to see that this 

NEWS as it concerns some of the 

largest organizations in business 
IS published 


Let us tell you how easy and how 
valuable it is to keep in the 
public eye 


SUTTON & SCHIPPER 


Incorporated 


232 Madison Ave. 
NEW YORK, N.Y. 





DETROIT, MICH. 
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ECONOMICAL CRUISES 


A day...a week...or longer 


To the Chicago World’s Fair ...to 
Puluth...Buffalo(Niagara Falls} 


Spend 
your vacation on palatial Great 
Lakes Transit liners. Visit the 
Chicago World’s Fair. See Du- 


luth. Enjoy sun-swept lounging 


This summer save money. 


decks, meals fit for a king, spaci- | 


July 7.—Govern- | 
ment and business this week have | 
embarked upon a second partner- | 


| to keep it from ever getting in| 
again. 


Sloan Represents Motors 


Alfred P. Sloan, Jr., president of | 
the General Motors Corp., repre- | 
sented the automobile industry at | 
the organization meeting of the| 
Council here. He is also a mem-| 
ber of the industrial advisory | 
board working with Federal of-| 
ficials in the administration of the | 
National Recovery Act. 


Problems of vital importance to | 
the automobile industry, in com- 
mon with all others, will be 
tackled by the Council in co-| 
operation with Department of| 





| the standard of living? 


| is 
| titles of its sub-committees. These 
| include 
| with general economic résearch; 





ous staterooms at greatly reduced 


fares. Dancing and deck sports 


daily. A fine vacation for all the 
family. Ask about our Chicago 
All-Expense-Plan. 


as low at $4.25. 


Other cruises 





Day Return 
Cruise 


BUFFALO 
DULUTH 


SD ou 


Day Return 
Cruise 


BUFFALO-DETROIT 
Meals and Berth 
included 
s 
CHICAGO 
Including Meals and bert! 
we 
Including Meals and Berth 
Correspondingly low rates 


AND RETURN 716 
BUFFALO 
and 
Correspondingly lowrate: 
from other ports. 


Great Lakes Transit Corporation 
S S. Octorara, S.S. Juniata, S.S. Tionesta sail- 
ing frequently between Buffalo, Cleveland, 
Detroit, Mackinac Island, Sault Ste. Marie, 

Houghton, Duluth, Chicago, Milwaukee. 
Automobiles Carried Between All Ports 
For full information, apply any Tourist or 
Roliread Agent or a F. Condon, P. T.M. 


Commerce officials. Foremost | 
among these problems is that of | 
dividing earnings equitably be- 
between employes and stock-| 
holders. | 


The nation’s industrial and 
business leaders have been told 
bluntly that the only preventive | 
of a repetition of the present} 
situation is a different distribu- | 


| tion of wealth than that which | 


If you are a manufacturer you are | has 


prevailed. The Governent | 
has offered its good offices in the 
fields of research, mediation, and | 
general guidance in the solution} 





| ment houses, garages, were multi-| 
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Motor Industry Concerned 
In Another U. S. Council 


‘“*_- a word in 


edgewise’’ 
By the Publisher 
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as was Detroit. When I came 
here in 1907 this town had a popu- 
lation of 280,000 and Grand Boule- 
vard, which looped the city from 
river to river, was practically the | 
outskirts. When the 1932 census| 
was taken there were more col-| 
ored people in Detroit than the| 
total population twenty-five years 
before! Stores, theaters, apart- 


plied all out of proportion, but the} 
banks had diminished in number | 
until when the gray dawn of New| 
Years, 1933, appeared there were} 
just TWO major banks in Detroit, | 
each with hundreds of branch} 
banks scattered over the metro- 
politan area and _ inter - locking} 
ownership which touched most 
important banks in Michigan. 


* * * 


DETROIT had always had “the | 
breaks.” Everything that touched 
the hem of the two despondent 
ladies in the city seal seemed to 
turn to gold. Francs, liras, marks, 
pesos and yen were all tributories 
to the great river of dollars which 
spread like golden silt over the 
delta of the dynamic city. The 


of this and kindred problems. The| Story of Ford had supplanted 
forming of the Council, however,| “! ce a me 2 ye reo 
is a profound gesture in making wherever there was the printec 

word to read and was told to 


business self-regulating, in the 
opinion of those who attended the 


wide-eyed natives who could not 


first meeting here read, around their camp fires. 
|The automobile was an actual 
|} modern Genii that did perform 


Important Issues Faced 


Incidental to the question of 
balancing production and con- 


|sumption capacity, the following 
7338 Woodward | 


issues have been put up to the 
Council: 


the miracles, before the very eyes 
of this generation. 


* * * 


ALL OF WHICH is, of course, 


repeated here only to form an his-| 


| torical back-ground for the opin- 


Should manufacturing be decen- 


| tralized? Should huge productive | 
| plants be broken up into a num-| 


ber of smaller and widely spread 
units to better balance capacity 
and consumer demand? Is it pos- 
sible to determine the ideal size 
plant in a given industry? Shall | 
industry adopt a policy of steadi- | 
ly increasing wages and improved 
operating policy looking toward 
a progressive improvement 


| 


in | 


The scope of the Council’s ac- | 
tivities, all of which relate defi- | 
nitely to the automotive industry, 
excellently indicated in the 
special 


groups dealing | 


ing in outlay which the average 
citizen could make when money-| 
was-hard-to-get. 


ion which Ed Dunk and countless 
other Detroiters hold, as to why} 
this, of all cities, should have} 
been dragged through the very 
bottom of the depression morass | 
by the closing of its two largest | 
banking houses. 

The automobile business always 
had in its comparatively brief life, 
been the first to suffer and for- 


| tunately the first to recover from 
a depression in the United States. | 
The motor car being the largest 
single 
home, which the average family) 


investment, except the| 


makes, was the largest single sav- 


So Detroit caught the depres-| 


sion right on the chin. There was| 


decentralization of industry; in- 

ternational trade relations; busi-| mo possible escape from it. Our'| 
ness ethics, unfair competition,| great banks, with better than 
standardization and elimination of | average management, surpluses 


wastes in distribution; and sta- 
tistical reporting and uniform ac- 
counting. 





and gold reserves, were neverthe-| 
less called upon to carry the load| And _ being 
of municipality, corporations and| wager on a sure thing, we will 





| loan of less than $50,000,000 to re- 


| Their 


individuals which would have 
staggered Atlas himself. 


+ * 


| IT MAY BE that future his- 
| torians will set July, 1932, as the 
| point at which the turn came, but | 
| it is pretty well accepted here in 
Detroit that no tangible effect of 
increased business was evident in 
| February, 1933, when the climax 
came. 

Then it was that our banks 
came hard-up against the stone| 
wall. Then it was that our bank-| 
ers approached Washington for 
the same help which they had al-| 
ready seen given to banks in a 
half-hundred other cities, under 
exactly parallel circumstances. 
Then it was that Detroit’s luck 
changed. The rabbit’s foot was 
lost, the lucky-stone had vanished 
and the magic words which had 
always worked, echoed as emptily 
as a shout in a rain-barrel. 

It now appears that the cost of 
dredging one obsolete harbor or 
of building two battleships would 
have saved both Detroit banks. 
They needed only a temporary 


* 


establish confidence in Detroit. 
“frozen loans” on_ real! 
estate, on bonds and on sound 
stocks were as good as the day 
they were made. Within thirty 
days after they were closed, these 
very assets were marketable at 
prices enhanced from ten _ to 
twenty-five per cent. But it was 
too late, the conservators had be- 
come receivers. A new and very 
necessary bank had been estab-| 
lished. The liquidation was in 
progress and 800,000 depositors 
were rubbing their eyes to find 
out what had happened. 


* * * 


THEN CAME the one-man} 
grand jury investigation and now, 
day by day, as the story is un- 
rolled, Ed Dunk and the rest of 
us who believed all along that 
Detroit had been the goat, are 
having our suspicions confirmed. 
We never did seriously believe the 
rumors of official malfeasance. 
We believed and still do, that 
every loan on Detroit real estate 
is a good loan and better than in 
many a city we can think of. We 
know that with the close of every 
day now Detroit has converted a 
mass of steel, copper and rubber 
into gold by the simple use of the 
brains and the brawn and the 
tools which we already possess. 

We think that the United States 
treasury into which no city has 
poured a greater share of its 
earnings during the good years, 
can make its best investment to- 
day in helping to open both of the 
old banks or a consolidation of 
the two. 

And I speak for Ed and myself 
and a myriad of others when I 
say that we Detroiters will sup-| 
port such a program to the limit. 
rather inclined to 





make a fair-sized bet with Secre- 
tary Woodin or any other sport- 
ing official of the Treasury 
Department that the reorganized 
Detroit banks will have paid back 
such a loan a long, long time be- 
fore some others that we read in 
the newspapers have been made 
since February.—-G. M.S. 


New Tax Basis 
Regulates N.C. 


Truck Licenses 


Raleigh, N. C., July 7.—A truck 
and trailer measure, changing 
the basis of tax, became effective 
July 1. The 1933 legislature bat- 
tled sharply over this measure, 
and nobody yet knows whether 
the new law will raise or reduce 
highway revenues. 

Leland Harris, in charge of 
this division of the highway reve- 
nue, interprets the act as follows: 

“House Bill 446, in effect July 
1, changes the basis of licensing 
trucks and trailers from ‘chassis 
weight plus load’ to ‘manufac- 
turer’s gross weight capacity.’ 

“Manufacturer’s gross weight 
capacity is explained as being 
the maximum weight the manu- 
facturers of trucks and trailers 
warrant their vehicles to carry, 
comprising the weights of the 
chassis, cab, body, and load. The 
rate per hundred pounds has 
been reduced from 55 cents mini- 
mum and $1 maximum to 40 
cents minimum and 70 cents 
maximum. This new method was 
suggested by W. S. Corbitt, of the 
Corbitt Truck Co., and officials of 
the North Caroling Truck Own- 
ers’ Association, as being the 
most modern and efficient and 
easy of enforcement. 

“The new law also transfers 
the revenue received from fran- 
chise bus and motor freight lines 
and for-hire motor vehicles from 
the state’s general fund to the 
highway fund.” 


Sues Ford Motor Co. 
On Wire Wheel Patent 
Cincinnati, July 6—Suit was 
brought in the U. S. District 
Court, at Cincinnati, O., July 1, 
by Richard C. Kennedy, Cincin- 
nati, as trustee for James M. 
Jones, of Manchester, Ky., de- 
scribed as inventor of a wheel 
patent, and charging the Ford 
Motor Co., with infringements on 
said patent in the manufacture 
of approximately 14,000,000 auto- 
mobile wire wheels in the last 
five years. Kennedy is also trus- 
tee for associates of the inventor, 
listed as Ralph C. Kennedy, Main 
Street, Hamilton, Ohio; Mabel 
Reynolds, Missoula, Mont., and 
Samuel Matthews, Newport, Ky. 
Suit as filed asked for triple 
damages. 





LATEST CUMULATIVE NEW PASSENGER CAR 


These comparative figures, showing the number of new automobiles registered in each state during the preced- 
ing month are published TWICE WEEKLY in Automotive Daily News. 
Illinois and New Jersey. 
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Bliss Tells Why Dealers Should Stay In 
Expanding Market with Vast| eta 
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Potentialities Plus Better 


Factory Dealer Status Cited) 


YHIS should be harvest 
7 time for the automo- 
bile dealer who stays in the 
business, determined to get 
his share of increasing 
sales... . 


* * + 


“New automobiles have 
become one of the primary 
economic necessities of the 
country today. . 

+ * * 


“People have discovered 
that it is cheaper to make a 
deposit and enjoy the ad- 
vantages of a new car than 
it is, week by week, to suffer 
the expense and inconveni- 
ences of driving old cars 
which have outlived their 
span of satisfactory serv- 
ice. . 

* + * 

“Replacement needs of the 
present and immediate fu- 
ture have opened the great- 
est potential market faced 
by the industry since the 
early days of the motor car. 
It is a market which should 


A glance at the rapid fire facts 
above indicates the swift action 
that resulted when 
motive Daily News put the ques- 
tion: “Would you advise automo- 
bile dealers to stay in the busi- 
ness now?” to C. H. Bliss, vice- 
president and director of sales of 
the Nash Motors Co. 

Instant and decisive, the ans- 
wers and the “reasons why” are 
typical of the sales executive who 
has won his way from his own 
dealership in the earlier days of 
automobile selling to his place as 
chief of the Nash merchandising 
organization and who is equipped 
as few sales leaders are to judge 
authoritatively the actual possi- 
bilities of dealership success or 
failure in today’s market. 

Hascall Bliss knows whereof he 
speaks. He knows what it takes 
as a salesman to chase the elu- 
sive signature and guide it safely 
at last to the dotted line; what it 
requires to organize a dealership 
and operate it profitably; and he 
has an intimate knowledge of the 
national merchandising picture 
as the result of keeping con- 
stantly in touch with the firing 
line and directing all divisions of 


REGISTRATIONS BY STATES, JUNE, 


the Auto-| 





richly repay the experienced 
dealer. . 
* * * 

“Sound business princi- 
ples, replacing many boom 
time as well as 
many panic practices, have 
worked and are working 
lasting benefits for automo- 
bile merchandising as a 
whole — 


excesses 


* * * 


“While there has _ been 
heavy dealer mortality in 
the past three or four years, 
there has also been a large 
percentage of failures in 
other lines. It should be 
even less in the future... . 

o* * aa 

“Confidence and courage 
has returned to the country 
in an unmistakable degree, 
releasing three years of 
pent-up buying power... . 

* + * 

“From any line of ap- 
proach, it should be appar- 
ent that this is the ideal 
time to STAY in the auto- 
mobile business!” 


the sales army organized by the 
most _ successful independent 
manufacturer of motor cars. 


Dealer Most Important 


Like other members of the 
Nash executive family, he be- 
lieves that the automobile dealer 
is the most important factor in 
the success of the manufacturing 
organization; that the dealer is a 
full partner of the factory in the 
automobile business, and that the 
manufacturer’s greatest success 
comes when dealers are operating 
profitably. 

“In my opinion this is the ideal 
time to STAY in the automobile 
business,” he declared. “There 
never was a better time, nor, to 
my mind, a safer time. The auto- 
mobile trend is definitely up. The 
demand for new cars has been on 
the mend ever since the bank 
holiday, and the improvement has 
established itself over a long 
enough period now to indicate 
that better times are with us to 
Stay. No one can go very wrong 
by buying on a rising market, 
and it is certainly obvious that 
the dealer who has organized his 
business along sound lines and 








ta weeks ago John C. 
Chick, general sales man- 
ager of Cadillac, voiced his 
belief in the columns of Auto- 
motive Daily News, that now 
is the time to go into the auto- 
mobile business as a dealer. 
Now we hear from C. H. Bliss, 
vice-president in charge of 
sales of Nash, on a subject 
close to his heart—why dealers 
should remain in the automo- 
bile business.—The Editor. 


who has based his overhead on 
the actual potential market 
rather than on expanded hopes is 
going to improve his position in 
ratio to the increasing demand 
for cars. This should be harvest 
time for the experienced dealer 
who stays in the business, de- 
termined to get his full share of 
improved sales. 


Market Opening 


“The market that is opening to 
us is one which should richly re- 
pay the dealers who have organ- 
ized their business along sound 
merchandising lines. New auto- 
mobiles have become one of the 
primary economic necessities of 
the country today because people 
will not walk and millions of the 
cars they have been driving over 
a period of four or five years are 
worn out to the point where they 
are actually too expensive to keep 
in operation. Everyone knows that 
the desire for autcemobiles is 
firmly established in the public 
mind. Everyone would like to 





own a car, and will own one if 
he can. Everyone who does own 
a car hopes to have a new one 
some time. 

“That ‘some time’ is right on 
the heels of an ever increasing 
number of owners, who have 


driven their cars beyond the lim- | 
They | 


its of safety and economy. 
have discovered that it is cheaper 
to make a deposit and enjoy the 
advantages of a new car than it 
is to suffer the expense and in- 
convenience of driving the old 


cars which have outlived their| 
span of satisfactory service. Thus | 
is forcing replacement | 


necessity 
and has opened the greatest po- 


tential market faced by the in-| 


dustry since its earliest days. 

“All this makes the demand for 
automobiles second only to the 
demand for food, clothing and 
shelter. 
ness with greater potentialities, 
particularly for the experienced 
man? 

“From my own observations, 
I'd say that the automobile busi- 
ness is better now than any other 
for the man who is established 
in it; who is not afraid of hard 
work, and who expects to have 
to work for his success. While 
there has been heavy automobile 
dealer mortality in the past three 
or four years, there has also been 
a large percentage of failures in 
other lines. Sound organizations 
the country over have come 
through the difficult years and 
are now forging to the front and 


reaping the benefits of our eco- 
| 


nomic improvement. 


Some Practices Hurt 


“In desperation, some dealers 
during the depression adopted 
practices which hurt automobile 
merchandising as a whole, but 
these practices tended to auto- 
matically destroy the men who 
adopted them. Sound business 
principles were found to be best 
both in good times and bad. They 
have generally replaced many 
boom time excesses as well as 
many panic practices and are 
now working lasting benefits for 
automobile merchandising as a 
whole. 

“Over-expansion in the past has 
been fatal to many dealerships. 
Underselling has been fatal to 
many more. These lessons have 
been thoroughly learned. The 
business is leveling out for the 
upward climb, and this leveling 
process makes it all the better 
for the average automobile mer- 
chandiser. 

“The automobile business is as 
well organized as any that I know 
of. Years of selling experience, of 
market research and study have 
placed sound merchandising 
systems and _ proved _ success- 
ful methods within the reach 
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Business 


of all dealers, and this data keeps 
pace with changing market con- 
ditions. Up to a certain point, 
the dealer can follow the systems 
and the methods available to him 
with the assurance that they will 
bring him success; but no theory 
ever devised can take the place of 
personal initiative. Automobile 
sales and profits are in direct 
ratio with the amount of intelli- 
gent effort put behind the busi- 
ness by the men in command of 
it. 
Replacement Sales 

“In addition to the possibilities 
which lie in the replacement 
market and used car market for 
automobile dealers today, there is 
a comfortable living knocking at 
the back door of every dealer es- 
tablishment in the form of a rec- 
ord breaking demand for good 
service. AS cars grow older they 
require more attention, naturally, 
and the service department now 
can be made to pay rich divi- 
dends with the proper organiza- 
tion and the proper equipment. 

“In many cases, dealers have 
overlooked the new opportunity 
for increased profits from service 
operations, and so-called ‘super 
service stations,’ employing up-to- 
date equipment and practices 
have stepped in to perform a 
function which is an important 
part of the all-around dealer. In 
many cases, a study and re-or- 
ganization of the dealer service 
station along the improved mod- 
ern lines will add materially to 
dealer success today. 


Confidence Returning 

“Best of all on the dealer’s 
‘credit side’ today is the fact that 
confidence and courage have re- 
turned to the country in an un- 
mistakable degree. This has gone 
far in releasing three years of 
pent-up buying power. It is a 
buying power which insistently 
demands better quality in manu- 
factured products. There is a 
definite trend toward quality pro- 
ducts and toward the finer types 
of cars. As commodity prices 
continue to climb, the motoring 
public is appreciating more and 
more the unusual values offered 
in motor cars, and this apprecia- 
tion is an added point in the deal- 
er’s favor. The expectancy that 
increasing commodity and ma- 
terial prices will force a corres- 
ponding increase in automobile 
prices is another marked advan- 
tage in automobile merchandising 
right now. 

“All of these contributing fact- 
ors have convinced men of sound 
judgment that the automobile 
dealership today is an excellent 
business. More than 140 new 
dealers of the highest type have 
come with Nash in recent weeks. 

“In my opinion, the answer to 
the A.D.N. question is obvious: 
If selling automobiles has been a 
good business in the past, it is 
certainly a better one today, and 
this is the ideal time to STAY 
in it.” 


Coming Events 


JULY 


10-14—Chicage. Automotive Engine Rebuilders 
Association, meeting. 

16-18—Chicago. National Team and Motor 
Truck ers’ Association, thirty-first 
annual convention. Palmer House. 

19-25—London. World Petreleum Congress. 


AuGUsT 
28-Gept. 4—Chieago. Chicago Society of Auto- 
motive Engineers, International Automo- 
tive Engineering Congress. Palmer 
House. (This meeting will be wide in 
scope to take in the activities previously 
covered in the summer meeting and the 
scronautical meeting.) 


SEPTEMBER 


i—Detreit. Gold Cup Automobile Races. 
11-18—Chieago. American Chemical Society, 


meeting. 
17-23—Springfeld, Mass. Eastern States Ex- 


position, show. 

18-20—Chicago. Transit Asscc., 
alee 

20-22—Atia City, MW. J. National Petroleum 

. thirty-first annual meeting. 

Traymore Hotel. 

21-22—Ghisago. National Association of Moter 
Bus Operators, annusl meeting. Con- 
gress Hotel. 


American 


OCTOBER 


Paris, France. Twenty-seventh Interne- 
tional Au ile Exhibit. 
2- 6—Detreit, Mieh. National Metal Con- 


2- ¢—Enicase. National Safety Congress. 
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July Producti 


Seen on Par With June 


(Continued from Page 1) 
situation seems too good to be 
true. In keeping mum they are 
like the small boy rapping wood 
to fend off bad luck. 


Although not privileged to men- | 
in- | 


tion names, I know of one 
stance that makes me feel safe 
in my prediction. One of the big- 
gest companies 
early part of the week was set 


for a production in excess of May, | 


and that was a mighty good 
month, all things considered. But 
this morning I was told that this 


projection has been whooped up| 


fifteen per cent, and there is a 
possibility that June will be ex- 
ceeded. 


I’m taking this as a typical ex-| 


ample. Pipe lines into other fac- 
tories bring back similar reports 


of production estimates in excess | 
of original projections. So I figure 


that if this is the case all down 
the line, there is no reason to be 
skeptical— one can be a super 
optimist and get away with it. 
Mind you, this production ac- 
tivity has been brought about by 
sales in the field; no stocking of 
dealers. In fact, many dealers’ 
cupboards are bare and no sooner 
does a car come in from the fac- 
tory than it is turned over to the 
purchaser. Factories are, in most 
cases, building to order, which 
makes it still harder to do any 
estimating. But granted retail 
business holds up to its present 
level for the balance of the 
month, we can look for a July 
that will surprise everybody. 
This looks like the real McCoy 


Buick Sales 
14% Above 1932 


Detroit, July 7.—Retail sales by 
Buick dealers in June broke tke 
earlier high record established in 
May and in addition marked a 
gain of more than fourteen per 
cent over June, 1932. This is re-| 
ported by W. F. Hufstader, Buick | 
sales manager. 

“Our sales record in June,” said | 
Mr. Hufstader, “distinctly re- 
versed the usual trend at this} 
season of the year. Ordinarily 
we look for the beginning of a! 
seasonal drop by the end of June 
But this year this has not de- 
veloped. On the contrary, our 
sales by ten-day periods were 
progressively larger. The second} 
period was more than twenty- 
seven per cent ahead of the first, 
and the third showed the aston- 
ishing gain of more than forty- 
nine per cent over the first.” 

Hufstader added that July is 
likely to show a marked increase 
over last year. 


Fuel Research | 
Group Reports 


(Continued from Page 1) 


tendency to vapor lock is greater 
with the blend and still greater if 


adjusted to give equal starting 
ability. 
3. The alcohol blend has a 


higher anti-knock value of ap- 
proximately five octane units but 
at a much higher cost per unit 
than by other available means. 

4. The tendency of alcohol to 
absorb moisture from the air and 
the water which normally ac- 
cumulates in gasoline during 
storage and service is frequently 
sufficient to cause separation of 
the alcoho! from gasoline. 

5. If alcohols were desirable as 
fuels for blending, the petroleum 
industry could produce them at 
less cost from petroleum than 
they can be produced from corn 
or other agricultural products. 
Technically speaking, ethyl alco- 
hol is less desirable than the 
higher alcohols for blending with 
gasoline. 

The committee desires to point 
out that there are other problems 
arising from the use of alcohol 
blends, such as corrosion. 





| 
| 


in Detroit the) 





on Rate 





nme 
'N.A.D.A. Plans 


| 25 Meetings For 


x ; 
Current Month 


(Continued from Page 1) 


of the code it be- 


comes a law. 


“Dealers who are not members 
}can be heard in Washington but 
| will be bound by the provisions of 
the code when it has the approval 
of the Government,” Vesper says. 
“We expect without exception to 
have every association affiliated 
with the N.A.D.A.” 


locally when 


Klemm Moves 


To Larger Home 


Chicago, July 6.—The Klemm 
Automotive Products Co. has 
moved into a larger factory, at 
2533-37 N. Ashland Ave. Seven 
additional men will contact the 
trade. C. E. Johnson, general 
manager, announces that F. J. 
Holmes has been appointed sales 
representative in charge of Wis- 


consin, Minnesota, North and 
South Dakota, Nebraska and 
Iowa. 


Governor Vetoes 


Moratorium Bill 
Concord, N. H., July 6—A 
measure which would allow 


motorists to operate on their old 
markers for the first three months 
of the new year, passed by the 
legislature, has been accorded a 
pocket veto by Governor John G. 
Winant. 

The bill had been supported by 
dealers, repair men and gasoline 
interests. 





Tax Spurred Sales 
Grand Rapids, Mich., July 5. 
Prior to July 1, when the state 
sales tax of three per cent on 
all retail sales went into effect, 


automobile sales in Grand Rapids 
iumped sharply, a survey shows. 
On June 30 a peak of forty-eight 
sales were reported by the license 
bureau. Most of the sales antici- 









FLORIDA 

Hudson-Essex—DeLand Motor 
Co., Deland. 

CONNECTICUT 

Studebaker and Rockne—King 
Service, Inc., New Canaan; An- 
sonia Garage, Ansonia; William 
Seichter, Wallingford; Robert N. 
Camp, Newton; Slater Motor 
Sales, Inc., Greenwich; Franklin- 
Bennett Co., West Hartford. 

Hudson-Essex 
Garage, Glastonbury. 

INDIANA 

Studebaker and Rockne—Reli- | 
able Machine Co., Anderson; | 
Fisher’s Garage, La Grange; 
Rankin Eastin Motor Sales, Tell 
City; William Bros. Motor Co., | 
Washington; Illiana Super Serv- | 
ice, Whiting; Graulich Auto Sales 
Co., Evansville; Williams Brothers 
Motor Co., Washington; Ridenour 
Auto Sales, Richmond. 

Hudson-Essex — Bueter Motor 
Co., 500 E. State St., Fort Wayne; 
Chas. R. Lee Motor Co., Inc., 
Anderson; Lee & Williams Motor 
Co., New Castle. 

IOWA 

Graham-Paige—Lange & Con- 
nolly, Inc., Dubuque. 

Studebaker and Rockne—Col- 
umbus City Auto Company, Col- 
umbus City; E. D. Bass, Shenan- 
doah; Denison Auto Company, 
Denison; Glen H. Long, Iowa 


sees it, a dealer must be a mem- 
ber of the N.A.D.A. either direct 
or through local or state groups 
to have any say in the provisions 


New Dealer Appointments 


Glastonbury | 








Interested observers at the assembly line operated by Chevrolet in the special General Motors ex- 


position building at “A Century of Progress” recently are, from the left: D. E. Ralston, assistant 
general sales manager of Chevrolet, H. J. Klingler, vice-president and general sales manager; W. S. 
Knudsen, president and general manager; C. E. W etherald, vice-president in charge of manufacturing; 
E. L. Wright, Chicago plant manager; L. K. Cooper, Chicago regional manager; W. C. Williams, Jr. 


pated the sales tax, which would 
have meant $15 or more on each 
of the purchases following July 1. 


Emory O. Penry 

Auburn, July 6.—Emory O 
Penry, vice-president in charge 
of manufacturing of the Auburn 
Automobile Co. 
and a director 
of the Cord 
Corp., died July 
2 in his home at 
Auburn, Ind, 
after a long ill- 


ness He was 
49. 

Mr. Penry be- 
gan his career 


with the Auburn 
company 
twenty-two 





E. O. Penry years ago as an 

; 
automobile 
| tester. Fe became superintend- 


| ent, and later was made general 
manager of production of Auburn 
| and its affiliated companies. He 
is survived by his widow and a} 
brother, H. A. Penry, of Akron, 
Indiana. Funeral services were 
held at Auburn on July 5. 


| Falls; Wetzel Motor Co., Atlantic. 
Hudson-Essex — Stimson Motor 


Co., Manchester; Riepe Motor 
Co., Maquoketa; H-W Service, 
Ames; Chariton Auto Co., Chari- 
ton. 
KANSAS 
Studebaker and Rockne — Adt 
Motor Co., Kansas City; The 
Anthony Motor Co. Anthony; 
| Summit Street Garage, Arkansas 
City; A. R. Siegrist, Eldorado; 
Herbert Fear, Kingman; Herbert 
Boxberger, Russell; The Hewitt 
Motor Co., Medicine Lodge. 
Hudson-Essex—Stout Motor Co., 
Ft. Scott; Schmedemann Motor 
Co., Junction City. 
KENTUCKY 
Graham-Paige—Martin’s 
Main Garage, Lexington. 
Studebaker and Rockne — W. 
Kentucky Motor Company, Pa- 
ducah; Tompkins Motor Com- 
pany, Owensboro; Arcade Motor 
Co., Winchester; Herdt, Mc- 
Carthy & Schmitt Co., St. Mat- 
thews. 





West 


Hudson-Essex — Mahan Motor 
Co., Williamsburg. 
LOUISIANA 


Hudson-Essex — Reliable Motor 
Co., Lake Charles. 
MAINE 
Graham-Paige—Alonzo Stevens, 
E. Millinocket. 
Hudson-Essex - 
Co., Portland. 


F. S. Stillman 





general assembly plant supervisor, and R. H. Grant, vice-president of General Motors. 


Industry Laments Passing 


of Albert Russel Erskine 





South Bend, Ind., July 3.—Albert | 


Russel Erskine, suffering from ill 
health and business worry, ended 
his own life last Saturday in his 
home in South Bend. For twenty- 
two years he had been a dominant 
figure in the affairs of the Stude- 
baker Corporation, during which 
time he had been most prominent 
in the automobile industry. 

Mr. Erskine, aged 62 at the time 
of his death, started as a six- 
teen-year-old boy in a railroad 
oftice at $15 a month. He became 
a bookkeeper in a wholesale paper 
house five years later and at the 
age of 27 he accepted a position 
as chief clerk of a large cotton 
concern in St. Louis. In this job 
he established himself as a finan- 
cial expert and was the 
pany’s general auditor before he 
moved on to join the Yale &| 
Towne Co., manufacturer of Yale 
locks. 
he installed a new system of ac-| 
counting and became treasurer of 
the company. | 

The Underwood Typewriter Co., 
six years later, started him on 
the used typewriter problem and 
also turned over to him the ac- 
counting and advertising. But 
before he really got started on 
this job Mr. Erskine’s big oppor- 
tunity came with Studebaker. 

That was in 1910 when Stude- 
baker acquired the Everitt- 
Metzger-Flanders Co. A year 
later the two concerns were 
merged as the Studebaker Corp., 
with assets of approximately $24,- 
000,000. Mr. Erskine was installed 
as treasurer. As a financial 


Solid Tires Barred 


Madison, Wis., July 7.—Two 
measures of interest to the auto- 
motive industry have been signed 
by Gov. A. G. Schmedeman. One 
provides that no motor vehicle 
shall have attached thereto more 
than one other vehicle. Over-all 
length is limited to forty-five feet, 
and over-all height to twelve feet | 
six inches. The other measure 
provides that after July 1, 1934, 
no vehicle’ shall run_ unless 
equipped with pneumatic tires. 


Commodity Prices Up 

Washington, July 5. The 
wholesale commodity prices ad-| 
vanced eleven fractional points 
during the week ended July 1, 
bringing the index number of the 
National Fertilizer Association to | 








com- | 


As an expert accountant, | | 





| genius he soon made his mark 


and in 1913 he was elected senior 
vice-president. Two years later 
he became the chief executive. 

Under the guidance of Erskine, 
the corporation started its me- 
teoric career and climbed to the 
heights. In his later years his 
career was marked by the Pierce- 
Arrow deal and the proposed 
White merger. The complica- 
tions of the White proposition 
brought about the friendly re- 
ceivership of the Studebaker 
Corp. and resulted in the retire- 
ment of Mr. Erskine. 


MecQuay-Norris Adds 


Pumps and Packing 
McQuay-Norris has added a 
complete line of water pump 
parts and packing to its line. 
Offering water pump assemb- 
lies, impellers, shafts, bushings, 
nuts and miscellaneous parts 
such as fibre washers, keys, etc., 
also moulded packing in complete 
sets for individual motors as well 
as seven packages of Universal 
Packing which will take care of a 


|large percentage of motors for 


emergency repairs. 


Drop Gas Tax 
Palatka, Fla., July 6.—Palatka’s 
one cent municipal gasoline tax, 


63.8 as compared with 60.8 a/|in effect since September 1, 1931, 


month ago and 60.7 a year ago. 





|! was removed July 1. 





is 


Stocks Hold 
Their Gains 
In Wall St. 


By Conrad Alexander 


New York, July 7.—Motor 
shares this week moved into new 
high ground for the year and held 
their gains in impressive fashion. 

Encouraged by continued pro- 
duction and sales at a compara- 
tively high level, holders of auto- 
motive securities were content to 
maintain their position—at least 
for the most part—and there 
were evidences of new buying in 
this group at various times dur- 
ing the week. 


New Highs For Year 

Among the new highs for 1933, 
most of which also constituted 
new tops for 1932 as well, were 
those established by the following 
stocks: American Chain, Bendix, 
Bohn Aluminum & Brass, Borg- 
Warner, E. G. Budd, common and 
preferred; Budd Wheel, Briggs, 
Chrysler, Federal Motor Truck, 
General Motors, common and 
preferred; Goodrich, Goodyear, 
common and preferred; Graham- 
Paige, Hercules Motor, Hudson, 
Libbey-Owens-Ford, Link Belt, 
Mack ‘Trucks, Midland Steel, 
Moto-Meter, Motor Products, 
Murray Corp., Nash, Norwalk 
Tire, preferred; Raybestos-Man- 
hattan; Timken Roller Bearing, 
Trico Products, Thompson Pro- 
ducts, U. S. Rubber, White, Yel- 
low Truck, Young Spring & Wire. 

Announcement was made dur- 
ing the week that creditors of the 
H. H. Franklin Mfg. Co. had 
agreed to extend to August 1 the 
due date of promissory notes 
which were payable on July LA 
majority of the company’s stock 
has been deposited under the de- 
posit agreement formulated re- 
cently. 


Continental Motors’ Report 

Continental Motors Corp. meet- | 
ing at which approval of the 
change in the common stock to 
$1 par from no par value was to 


have been sought has been post-! 


poned to a later date. 


About one-third of a billion dol- 
lars was added in the month of 
June to the valuation of motor 
shares listed on the various stock 
exchanges. This followed on top 
of a rise of about a quarter of a 
billion dollars in May, bringing 
the gain in the market valuation 
of the listed shares of strictly 
automotive companies to nearly 
$600,000,000 in the short period of 
two months. 

A dozen of the leading passen- 
ger car and truck manufacturing 
stocks advanced in valuation in 
June by nearly $300,000,000, where- 
as twelve leading steel company 
common shares increased only 
about $125,000,000 in price. It took 
twenty-five railroads to set up a 
gain of around $325,000,000. Motor 
equipment shares were up more 
than $10,000,000 in June, following 
a gain of about $30,000,000 in May. 


General Motors Corporation, 
with 43,500,000 shares of common 
outstanding, appreciated in a 
greater amount during June than 
any other company, either motor 
or otherwise. An advance of 4% 
points in G. M. common sent the 
total valuation up  $212,000,000. 
Chrysler’s rise of 11% points on 
4,484,374 shares resulted in a gain 
of $52,691,000 in aggregate value. 


Motor shares were extremely 
active on the New York Stock 
Exchange during the rising prices 
of June. At least one automotive 
stock, and usually two or three, 
were found each day of the 
month among the fifteen most 
active stocks. General Motors 
was in this group every trading 
day and Chrysler was recorded 
on twelve different days. Packard 
was among the most active on six 
days, Continental Motors Corp. on 
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two days, Bendix one day, Mar- 
mon one day, Graham-Paige once, 
Peerless once, Timken - Detroit 
once and Libbey - Owens - Ford 
once. General Motors was the 
most active stock on the Big 
Board on seven different days, 
second on three days and third on 
two days. It was among the six 
most active stocks on twenty- 
four of the twenty-six trading 
days. Chrysler led the procession 
twice and was second four times. 

General Motors’ total turnover 
on the New York Stock Exchange 
during June was 2,878,800 shares 
and Chrysler’s was 1,623,700 





shares. 

The high regard in which auto- 
mobile securities are held cur- 
rently was reflected in a list of 
recommendations issued this 
week by a prominent statistical 
service. There were forty-five 
motor common _ stocks named, 
with recommendations as to buy- 
ing, holding or switching into 
something else. The purchase of 
fifteen motors was advised, the 
holding of twenty were recom- 
mended and only ten were named 
in the list of switches. Among 
preferred stocks of motor com- 
panies, one purchase was advised, 
six switches suggested and seven 
were recommended for holding. 


The recent wide fluctuations in 
the dollar in terms of foreign ex- 
change has had no adverse effect 
on the export business of the 
automobile industry, a survey this 
week revealed. The industry’s 
foreign trade continued to run 
around 25 per cent ahead of a 
year ago, with some companies 
reporting gains of as much as 50 
per cent. The decline abroad in 
the dollar has increased the de- 
mand in a number of important 
markets for American automo- 
biles. This upturn started almost 
simultaneously with the abandon- 
ment of the gold standard by the 
United States. 


Trade developments 
the United States 
Russia, 


between 
and Soviet 
featured recently by ac- 





Last Minute Wall Street Wires 
From CONRAD ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, July 
new highs for the year. 


7, 3:15 P.M.—Many motor stocks reached 
In periods of strength on Stock 


Exchange today the automotive issues were firm when 


profit taking came into the market 


held their gains. 


and for most part 


Passenger car, truck equipment and 


rubber groups all participated in rallies. 


tivity in cotton, are being watched 
carefully by automobile manufac- 
turers, particularly truck builders, 
and makers of farm equipment. 
The Reconstruction Finance Cor- 
poration has 'oaned money to the 
Soviet for the purchase of Ameri- 
can cotton and furtner develop- 
ments in this direction are be- 
lieved probable, with full 
recognition of the Soviet by the 
United States seen as possible. 


Here and There 


Hayes Body Corp. offers 162,000 
shares of its capital stock at $2.50 
a share to holders of the present 
outstanding shares of record July 
3. The rights will expire on July 
24. Stock not subscribed for will 
be sold on the New York Stock 
Exchange at times and _ in 
amounts decided upon by the di- 
rectors. This will use up about 
all of the authorized shares not 
heretofore issued. 

About 91 per cent of the $6,- 
949,000 in first mortgage 8 per 
cent bonds and 95 per cent of the 
$7,772,000 in five-year 5% per cent 
notes of the Fisk Rubber Co. 
have been deposited under the 
reorganization plan of August 29, 
1932. .. . New York Stock .Ex- 
change admits to the list 371,557 
shares of the $5 par value stock | 
of the Bohn Aluminum & Brass| 
Corp. . . . Also 48,171 additional | 





shares of Goodyear Tire & Rub- 
ber Co. no par common admitted 
to the list. . . . Studebaker Corp. 
applies for the listing of certifi- 
cates of deposit for $14,861,000 of 
its 6 per cent gold notes, due 
December 1, 1942. 201,621 
shares of $1 par common of the 
Moto-Meter Gauge & Equipment 
Corp. admitted to the New York 
Stock Snrnange list. 


Olds Reonereted 


Detroit, July 5.—It was recently 
announced that Judge Tuttle, in 
the Federal Court for the East- 
ern District of Michigan, South- 
ern Division, has set aside the 
verdict of guilty under an Elkins 
Act anti-rebate indictment in 
United States of America vs. Olds 
Motor Works, and has granted a 
new trial. 


Mott Suit Dropped 

Flint, Mich. July 6. — Suit 
against Charles S. Mott, vice- 
president of General Motors 
Corp., and former local bank 
official, has been dismissed here 
by Circuit Judge Paul V. Gadola. 
Mrs. Susan L. Trembert, a stock- 
holder of the Union Industrial 
Trust & Savings Bank of Flint, 
had sued Mott for return of stock 
and cancellation of a note at the 
bank. 
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1933 


High Low NEW YORK 


Allis Chalmers Mfg 
American C. & F. 
American Chain 
American La Fr 
American Woolen 
Auburn Auto (2)....... 
Bendix Aviation 

Bohn A. & B 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. 

Budd Wheel Co 
Chicago Yellow Cab (1) 
Chrysler 

Collins & Aikman 
Commercial Credit 
Commercial Credit : 
Commercial Inv. T 
Curtiss-Wright 
Curtiss-Wright, 

Du Pont De Nemours 
Eaton Mfg. 
Electric Auto-Lite 
Electric Storage 
Evans Products 
Federal Motor 
Firestone T. & R 
Gabriel Co., 
General Electric 
General Elec, Spec. 
General Motors 
Glidden 

Goodrich, 
Goodyear T. & R 
Graham-Paige 
Hayes-Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey 
Hudson Motor 

Hupp Motor 

Indian Motorcycle 
Inter. Harvester 
Johns-Manville 
Kelly-Springfield Tire 
3% Lee Rubber & T 

4% Libbey-Owens-Ford Glass 
4 Ludlum Steel 

13%, Mack Trucks (1) 


(40c) 


% 


(|) rr 


1933 
High 


Last Sale 


July 7 June 30 Low 


205% 
36% 
5% 
134 
15 
635% 
18% 
49% 
18 
11% 
71% 
4% 
15% 
35 
17 
13 
32 
40 
3 137% 201% Trico 
514 
78% 
13% 
24 
46% 
5% 
9% 
23% 
45% 
24 
11% 
2934 
15% 
15% 
36% 


Moto 


EX OS ENS 


oN 


> ee eA 


VU. S. 
UD. 2. 


Motor 
Motor Wheel 


Last Sale 
July 7 June 30 


Marlin Rockwell 
Marmon Motor 
Midland Steel 


Meter, G. 
Products 


Raybestos Manhattan 
Reo Motor 

Republic Steel Corp. 
Sparks-Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 
Thermoid Co. 
Thompson 
Timken Roller Bear. 


Products 


Products 


Union Car, & Carb. 


Industrial Alcohol 
Rubber 


West’house FE. 
Yellow 
Young Spring & Wire 


Truck 


CHICAGO 


Asbestos Mfg. Co. 
Bastian Blessing 
Bendix Aviation 
Borg-Warner 
Grigsby-Grunow 
Houdaille-Hershey, / 
Houdaille-Hershey, 


4 I Modine Mfg. 


2% 


534 Pines 


Perfect Circle 


Waterfront 
DETROIT 


Baldwin Rubber, B 
Bower Roller Bearing 


Ex-Cell-O Aircraft & 


Tool... 


Gemmer Mfg., A 
Hall Lamp Co. 
Hoover Steel Ball 
Parker Rust Proof 
Timken- Detroit 


Warner 


Aircraft Corp. 








More Dividends 
Are Being Paid 
On Auto Shares 


New York, July 7.—The stocks 
of several automotive companies 
were ex-dividend on the New 
York Stock Exchange and other 
exchanges this week. 

The quarterly cumulative divi- 
dend on the preferred stock of 
the Spicer Mfg. Co., amounting 
to seventy-five cents a share, was 
ex-dividend on July 3, meaning 
that the payment would be made 
to stockholders who held the 
shares on that date. 

The quarterly dividend of ten 
cents recently declared by the 
Firestone Tire & Rubber Co. on 
its common stock was ex-divi- 
dend on July. This payment 
will be made on July 20. It was 
declared after June 16 and there- 
fore will be taxable at the rate 
of five per cent under the new 
National Industrial Recovery Act. 

The Goodyear Tire & Rubber 
Co. of Canada, Ltd., this week 
mailed to its stockholders the 
quarterly dividend of sixty cents 
on the common and $1.75 a share 
on the preferred. In the case of 
United States holders of preferred 
stock, the tax deduction of five 
per cent was made at the source, 
while the common dividend was 
paid in Canadian funds. 


Raise Wages 

Edgerton, Wis., July 6.—The 
Edgerton Highway Trailer Co., 
largest trailer manufacturer in 
the United States, has announced 
an increase of ten per cent in 
wages of all production em- 
ployees, affecting about 150 men. 


Oppose Sales Tax 

Richmond, July 6 (UTPS).— 
The Virginia Retail Merchants’ 
Association, at its closing session 
at Lynchburg, Va., Wednesday, 
adopted a resolution opposing any 
proposition looking to the enact- 
ment of a sales tax by the Vir- 
ginia legislature next winter and 
instructing the ‘legislative com- 
mittee of the association to take 
any steps to defeat such a plan, 
if proposed. 


Gas Increase Helps 

San Francisco, July 6.—Esti- 
mated on the basis of monthly 
average gasoline sales of the 
seven leading companies in Cali- 
fornia, Oregon and Washington, 
the increases in gasoline price of 
% cent June 20, and of 1 cent 
June 26, mean an increase in gross 
income of around $1,500,000 a 
month. The general advances of 
1% cents is in addition to the 
%-cent advance for Federal tax. 
Companies are now entering the 
quarter of heaviest sales. 


More C leila Menai 

New York, July 6.—Between 
250 and 300 manufacturers of 
automotive shop equipment will 
meet in Cleveland, July 10 to 12 
at the call of Shop Equipment 
Associates to whip tentative oper- 
ating codes into form for final 
submission and probable incorpo- 
ration in the general code of the 
Motor and Equipment Manufac- 
turers Assn. Preliminary action 
on the drafting of an equipment 
manufacturer code was taken at 
meetings in Chicago in June. 
Twelve different group meetings 
will be held during the Clevciand 
gathering. On Monday five groups 
will meet separately. 


Goodyear Textile 


Birmingham, July 7.— Good- 
year Tire & Rubber Co. is now 
operating its Dixie mill at Gads- 
den, Ala., on three six-hour shifts, 
six days a week. This will be 
continued indefinitely or until the 
time the government makes a 
change, probably to four six-hour 


| shifts in order to spread work. 





“—the finest paper of size from 


a typographical standpoint!” 


Gilbert P. Farrar 


is a recognized national authority 
on type and type combinations. 
He is director of typography for 
the Conde Nast publications and 
is typographical counsellor for the 
Intertype Corporation, manufac- 
turers and world-wide distributors 
of type-making machinery and 
type faces. 

For ten years Mr. Farrar taught 
typography at New York Univer- 
sity. Today requests for his advice 
come from all quarters of the 
world. He has spoken to hundreds 
of ad clubs, craftsmen’s clubs and 
newspaper publishing associations, 
always in behalf of better typogra- 
phy. He is the only consulting 
typographer listed in “Who’s Who 
in America.” 











